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But, Bob, does a partner’s widow get nothing? 


HE husband had helped establish 

the business. For years it was the 
source. of her income—never failing, 
taken for granted. Yet now, when her 
need for money is so urgent, she 
learns that the business is not in 
position to help her. It’s acruel situ- 
ation, that occurs frequently. 


Whata cruel responsibility, too, for 
one of the surviving partners to ex- 
plain to her, as gently as possible, 
that they must let the law take its 
course, and liquidate the business— 
unless they find money to purchase 
her husband’s interest from his estate. 


Isn’t it common sense to make sure 
that your business shall never face a 
problem like that? You can do so 
through a partnership agreement 
drawn to fit your particular set-up, 
and Northwestern Mutual Business 
Insurance to provide the money for 


liquidating partnership interests, in 
case of death. It’s businesslike, pre- 
vents arguments and ill-will. Depend- 
ents are protected; creditors are re- 
assured; earnings are kept in the 
hands of earners; the business has 
Opportunity for any readjustments. 


Also, through this protection, you 
create an asset of steadily growing 
worth. Its cash value increases year 
by year, and can be borrowed against, 
on request and in confidence. 


You'll find the Northwestern Mutual 
agent a good man to talk to. He’s pre- 
pared to analyze 
the needs of your 
business, will show 
you how the North- \orthwestern 
western Mutual \lutual 
contract—clear and soba 
simple—can be fit- 
ted to those needs. 


Northwestern Mutual offers Plans 
of Business Insurance designed for 
all types of business organization. 


CORPORATIONS—Ready cash for or- 
derly liquidation of a deceased stock- 
holder's interest, on a buy-and-sell 
agreement basis—Cash convertible 
into income for family or heirs of the 
deceased. 


PARTNERSHIPS— Ready cash for liqui- 
dating a deceased partner's interest, to 
the advantage of his widow and sur- 
viving partners—Guards against forced 
sale—Helps solve the problem of 
continuation. 


SOLE PROPRIETORSHIP—A fixed 
amount of immediate cash represent- 
ing values built into the business— 
Finances the readjustment period of 
arranging continuation of the busi- 
ness, transfer to others, or orderly 
liquidation. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY, Milwaukee, Wis. 


The sale of Northwestern Mutual life insurance for business needs increased in 1939 over the previous year. 
Agents developing this important market were aided by a complete sales promotion Business Insurance Kit 
and by a strong Business Insurance Advertising Campaian appearing in full page advertisements in Nation's 
Business magazine. The advertisement above appeared in December. This helpful Business Insurance 
Campaign will continue through 194o 
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HAPPINESS 
For Sale 


The doubting Thomas’ of the world will cast a 
supercilious eye on that phrase, but the real Life 
Underwriter is taking inventory with that in 
mind. Checking here, planning to rebuild 
there, discarding some obsolete sales method 
and over all incorporating the selling of happi- 
ness—the happiness of the young child, the 
widowed mother, the man or woman of sunset 
years no longer capable of self-support. 


Are you satisfied with the outlook of your 
future? Does your inventory check in the black? 
For more than a third of a century Peoples Life 
agency officials have been helping men find 
the succesful answer in “Happiness for Sale”, 
‘11 RESOLVE to make at least 20 interviews a week dur- eee ee a ee 






































ing 1940"... Yes, it's that time of year and no doubt 
there are many salesmen throughout the land who are PEOPLES LIFE IN SURAN CE CO. 


FRANKFORT 
starting the New Year with these good intentions. To an ane 








those comparative few who will follow through on this 


resolution will come an increase in sales. 
Incidentally, quite a large percentage of B.M.A. 
salesmen must keep this resolution, for year after year 
many of them continue to produce an ever increasing 
volume of business. No doubt B.M.A.'s plan of COM- 
PLETE PROTECTION enables these salesmen to make 





more productive interviews. 


Throughout the past 89 years the Massachu- 
W. T. Grant, President setts Mutual has earned a reputation for able, 

; : ; ’ progressive management, and sympathetic un- 
J. C. Higdon, Vice-President in Charge of Sales derstanding of its policyholders’ problems. The 
company has ever been alert to the modern trend 
and has kept its judgment flexible, constantly 
adjusting itself to meet new problems of protec- 
tion and conservation. 


BUSINESS MEN'S : 
ASSURANCE CO. | anemone an 


KA N S A S CiT , & MO. Bertrand J. Perry, President 
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SEC Investment 
Analysis Soon 
fo Be Released 


Heralded as Most Exten- 
sive Ever Emanating 
from Washington 


WASHINGTON—It will be late this 

month or early February before the 
SEC presents the results of its life 
company investment survey to the 
TNEC, according to latest reports here. 
Earlier indications were that hearings 
would resume about the middle of Jan- 
uary. It has not been decided whether 
to release in advance the exhaustive 
report on the operations of 26 com- 
panies which will serve as the basis 
for the hearings. 

The hearings will deal with private 
placements of entire securities issues 
with one or a few life companies, but 
this subject will also be handled by 
the investment banking staff of the 
SEC in the material it is presenting to 
the TNEC in an entirely separate series 
of hearings. 


The Wall Street Journal in its Dec. 
27 edition carried an article by Bernard 
Kilgore on the study soon to be released 
by the Securities & Exchange Commis- 
sion of the operating results and invest- 
ments of the 26 largest life companies. 

“This study will show how each of 
these companies handled its investment 
funds from 1929 through 1938,” asserts 
“The Wall Street Journal.” 

“Since total assets of the companies 
amount to some _ $24,000,000,000, the 
SEC report probably will be the most 
extensive survey of actual results in the 
management of investment accounts 
that has ever come out of Washington. 

“Details of the report remain a very 
closely guarded secret, but it is sched- 
uled to be presented to the Temporary 
National Economic Committee and made 
public within about three weeks. 


Figures for Each Company 


“Present intention of SEC officials is 
to show, when the final draft is ready, 
exactly what each of the 25 insurance 
companies did with its money over a 
ten-year period, how the firms’ yields 
and losses compared, and how they 
stood at the end of 1938. 

“Such detailed comparisons, never be- 
fore available, will constitute a ‘yard- 
stick’ of insurance company manage- 
ment, according to government experts. 
The study will reveal, they asserted yes- 
terday, some ‘brilliant’ and some 
‘extraordinary good’ results in the hand- 
ling of certain types of investments by 
certain companies. On the other hand, 
some of the records will show much less 
fortunate experiences. 

“About 250 separate statistical anal- 
yses are being prepared as the main ba- 
sis for the report. While most of these 
have already been completed, their con- 





WASHINGTON—So voluminous _is 
the material which the Securities & Ex- 
change commission has presented to the 
Temporary National Economic Commit- 
tee in the course of the insurance inves- 
tigation, few realize how small it is in 
comparison with the amount of work 
that has preceded the actual presenta- 
tion. 

As with an iceberg, the amount that 
doesn’t show is vastly greater than the 
amount that does. 


Two Separate Investigations 


Another angle that is not generally 
understood is that the insurance study 
and the investment banking study, also 
being conducted by the SEC for the 
TNEC, have no truck with each other. 
Each is as separate as if being con- 
ducted by two different governmental 
departments. During December, for 
example, the insurance hearings were 
going on before the TNEC insurance 
subcommittee while the full committee 
was hearing witnesses from J. P. Mor- 
gan & Co. and other prominent finan- 
cial figures testify on investment bank- 
ing practices. 


Henderson Connecting Link 


Commissioner Leon Henderson of the 
SEC, former executive secretary of the 
TNEC, constitutes a link between the 
studies, since they are both under his 
supervision. He was in constant at- 
tendance at the financial hearings, so 
much so that when the full committee 
turned to insurance he inadvertently 
addressed Gerhard Gesell, special coun- 
sel of the insurance study, as “Mr. Ne- 
hemkis,” the latter being counsel for the 
investment banking inquiry. 

Some of the insurance material that 
has been presented has been based on 
questionnaires but in the main 1s based 
on digging by a corps of field men, num- 
bering from eight to a dozen, headed by 
H. A. Blomquist. Most of these men 
are lawyers, the only exceptions being 
a financial expert and an accountant. 

The field men may work as a group, 
or divide into smaller groups, or work 
as individuals. At the Metropolitan Life 








tent is held in strict confidence by the 
SEC staff. 

“It was learned, howev er, that a com- 
plete breakdown of the insurance com- 
panies’ bond accounts has been worked 
out and investments of this class have 
been subdivided according to standard 
quality ratings. Experience of the com- 
panies in buying new bond issues has 
also been analyzed. Another special sec- 
tion of the report will show what vari- 
ous insurance company managements 
did with railroad securities during a dec- 
ade which was a troublous one for the 
carriers. 

“Other insurance company _invest- 
ments—such as mortgages and real es- 
tate—will be similarly subdivided, with 
comparative figures on rate of return. 





(CONTINUED ON PAGE 23) 





How the SEC People 
Work Up Line of Inquiry 


By ROBERT B. MITCHELL 


and New York Life, for example, the 
entire group was on the job. Where a 
man works as an individual he may ob- 
tain reinforcements if it seems that he 
has come across a promising lead. 

One reason why so much more 
ground is covered than is apparent from 
the material presented is that Gesell will 
not use material if he is not fully con- 
fident it will hold up. While he makes 
an occasional shot in the dark, prac- 
tically all the admissions he attempts 
to get from witnesses he can get if he 
has to by putting a field man on the 
stand. 


Work Hard and Long 


A field man may work for several 
months on a single company, probably 
making several trips back to Washing- 
ton to confer with Gesell and also with 
Blomquist, if he is there. These con- 
ferences are jammed with hard work 
and may last far into the night. Here 
Gesell and the field men work up their 
cases, deciding what should be followed 
up, or what should be discarded because 
it has already been unearthed in connec- 
tion with another company. 

While Gesell is the son of a Yale 
law school professor, a nephew of SEC 
Commissioner Matthews and said to be 
a protege of Justice W. O. Douglas of 
the U. S. Supreme Court and former 
SEC chairman, he has won the admira- 
tion of all those who work with him and 
even the respect of those whom he has 
examined as witnesses. He was under 
30 at the time the survey began but 
nobody on either side of the fence has 
been disposed to sell him short either 
on account of his youth or his distin- 
guished connections. 


Suppressed Irrelevant Dirt 


In fairness to Gesell and others on 
the insurance staff it should be recog- 
nized that they have suppressed con- 
siderable irrelevant dirt which would 
have made the picture of life insurance 
look blacker than they have painted it. 

Working with Gesell and the field 
men are Ernest J. Howe, chief financial 
adviser, and Prof. Donald Davenport 
of Harvard, who prepared the question- 
naires and works up studies from these 
and other sources. 





Commissioners’ Meeting 


While the definite days for the an- 
nual meeting of the National Association 
of Insurance Commissioners in Hart- 
ford have not been set, Commissioner 
Blackall of that state says officially that 
the meeting will be held the last week 
of June. 





Cincinnati Merger Consummated 


CINCINNATI. — With the approval 
of the Ohio department, the merger of 
Ohio National and Columbia Life be- 
came effective Jan. 2. Equipment and 
records of Columbia were moved to the 
Ohio National home office over the 
week end. 





Predicts Limit 
Under N. Y. Bank 
Plan Will Be Lifted 


Paul Taylor, Who Admin- 
isters the Law, Sees 
Ceiling of $7,500 


By ROBERT B. MITCHELL 


PHILADELPHIA — Paul Taylor, 
deputy superintendent New York de- 
partment, who has charge of savings 
bank life insurance, aroused much inter- 
est by his statement before the Ameri- 
can Association of University Teachers 
of Insurance that possibly the present 
limit of $3,000 per life would be raised to 
the savings bank deposit limit of $7,500 
and perhaps even removed entirely. 

It was obvious that Mr. Taylor fa- 
vored the removal of any limit whatever 
for he decried the present limit as being 
the result of legislative compromise. Plac- 
ing a $3,000 limit, he said, is like telling 
the father of 10 children that since milk 
is a fine thing for his children it will be 
sold him for nine cents a quart and then 


telling him that he can have only two 
quarts a day. 


Discussion by Bendiner 


Irvin Bendiner, Philadelphia attorney 
and expert on business and estate insur- 
ance, took issue with some of Mr. Tay- 
lor’s conclusions, particularly with the 
implication that life insurance is a com- 
modity which can be bought with little 
or no expert assistance. Unless there is 
to be compulsory state insurance which 
would eliminate the field force there is 
need for agents to carry the mass propa- 
ganda that is necessary if life insurance 
is to be bought in significant volume. 

Mr. Bendiner poked fun at some ot 
Mr. Taylor’s statements by the reductio 
ad absurdum route. Observing that Mr. 
Taylor had been asked to comment on 
some of the unique features of savings 
bank life insurance, Mr. Bendiner said 
it was certainly a unique theory which 
pooled the bad experience of the mem- 
ber banks but did not pool the assets 
behind the liabilities. He professed 
amazement at the banks’ apparent 
theory that with no surrender charge the 
bad risks would drop out and the good 
risks would continue. 


Less Service, Less Costly 


“But to go back of these considera- 
tions,” said Mr. Bendiner, “is insurance 
a social device, a mathematical device, 
or a financial instrument? If it is a 
mathematical device there is no doubt 
that if one omits some of the service it 
can be less costly.” 

Mr. Bendiner criticized savings bank 
life insurance as not relating the com- 
modity to the buyer’s individual eco- 
nomic portfolio. Insurance needs change 
from time to time he pointed out. For 
example, the educational contract taken 
out by a young man may become a re- 

(CONTINUED ON LAST PAGE) 
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Reasoning Behind War L 


Presented by Pearce Shep 


PHILADELPHIA—A war clause 
limiting the benefits payable under cer- 
tain circumstances is a reasonable part 
of a life insurance policy, Pearce Shep- 
herd, assistant actuary Prudential, said 
ina ‘talk to the American Association of 
University Teachers of Insurance here 

The war clause is necessary not a 
cause the companies could not meet the 
war losses without it, but because with- 
out it they are not able to carry on their 
operations along normal lines. It is pri- 
marily to prevent those who know that 
they may be exposed to war hazards 
from buying too much of a good thing 
at the expense of other policyholders. 
War clauses appear to be complicated 
because of efforts to make them gener- 
ous and fair. 


Almost Free of Restrictions 


In presenting the background covering 
war risk clauses, Mr. Shepherd pointed 
out that life insurance in comparison 
with other lines of insurance provides 
coverage almost free of restrictions. It 
is renewable at the same rate no matter 
what change may occur to affect the in- 
surability of the risk. The only restric- 
tion which appears generally is for lia- 
bility in case of suicide within one or 
two years. Following the increase in 
suicide stimulated by the economic crisis 
in 1929, there was considerable discus- 
sion as to whether or not a two years 
limitation was long enough to adequately 
protect the companies against individuals 
contemplating self-destruction. Prior to 
that time a great many companies oper- 
ated successfully with a one-year suicide 
clause, but most of them changed over 
to a two-year clause. 

Limitations on aviation activities have 
been generally accepted in recent years. 
The use of such a provision enables life 
companies to offer individuals engaging 
in aviation activities life insurance at 
regular rates. 


Limitations are Justified 


In former years policies contained pro- 
visions for limited benefits in event of 
residence and travel, but these have been 
abandoned almost entirely. In any of 
these limitations, companies guard 
against any voluntary act of the assured 
which increases the possibility of the 


occurence of the contingency insured 
against. Any restriction based on this 


principle should be considered as a rea- 
sonable part of any insurance contract. 
The only reason the restrictions have 
not been more widely used in the case 
of occupational hazards is that life com- 
panies have preferred to cover such haz- 


ards by charging an extra premium 
wherever possible. In the case of most 
occupations this can be done. It is ob- 


viously difficult to assess extra premiums 
for certain classes of aviation risks and 
impossible to fix any extra premiums for 
suicide coverage. 


Protest Against Adverse Selection. 


Provision for limited coverage under 
certain circumstances is a valuable de- 
vice to protect the companies against 
adverse selection. Provisions against 
war hazards protect the companies 
against losses which would occur if any 
large proportion of the policyholders 
were to be called upon for active service. 
Such provisions permit a life company 
to continue its operations more or less 
on a normal basis, even during a war. 

In normal times a life company ex- 
pends a great deal of effort to see that 
each group of policyholders is self-sup- 
porting. This principle would have to be 
thrown overboard if a large percentage 
of the policyholders were calied upon for 
active war service because it would un- 
doubtedly be necessary to draw upon the 
surplus and contingency reserves of the 








entire company rather than just the sur- 
plus and contingency reserves estab- 
lished for the particular groups of poli- 
cies exposed to the actual war hazard. 

War clauses can be justified as a 
means of protecting companies against 
abnormal losses due to war, but that is 
not the primary purpose of such a clause, 
especially when war looms as a real pos- 
sibility, Mr. Shepherd pointed out. The 
use of war clauses should be considered 
entirely apart from the question of 
whether or not this country may become 
involved in the present war. The thing 
that makes war clauses necessary at this 
time is that some people think there is 
such a possibility, however remote, and 
they want to make sure they are ade- 
quately protected through life insurance. 

A war clause helps an insurer to keep 
down the volume of insurance with the 
greatest potential war losses, and to 
assess these losses, by the subsequent 
charging of extra premiums, where those 
losses occur, instead of charging them 
to the policyholders generally. 


Reasonable to Adopt Measure 

Canadians and citizens ot other coun- 
tries involved in war showed more than 
a normal interest in life insurance. Con- 
sequently it was only reasonable to 
adopt some measure to limit the amount 
ot such insurance which would be issued 
and to further limit the coverage granted 
where there was more than the normal 
chance that the assured would become 
exposed to war hazards. 

Generally speaking, a war clause con- 
sists of two sections. ‘The first part is a 
statement of circumstances under which 
the benefits shall be limited and states 
the amount of that limited benenht. The 
second part consists ot a statement 
under what conditions the restrictions 
may be waived by the payment of an 
extra premium. 

Since war on this continent still ap- 
pears as a remote possibility, it is con- 
sidered possible to cover death while in 
military or naval service except while 
outside what is defined as the home areas. 
In considering death occurring outside 
these areas, very careful consideration 
has to be given to whether the limitation 
should apply to deaths resulting from 
military or naval service or whether the 
limitation should apnly to all deaths. De- 
termining the exact cause of death is 
dificult during war, and it was felt that 
there would be a certain number of 
deaths where there would be a serious 


.controversy as to whether or not such 


death was the result of military or naval 
service. Such difficulties occurred in con- 
nection with the double indemnity clause 


. 


Life men took a prominent part at the annual meeting of the American Associa- 
tion of University Teachers of Insurance in Philadelphia. Left to right are H. C. 
Philadelphia: L. F. Paret, general agent Provident 
Philadelphia, and Pearce Shepherd, assistant actuary Prudential, who 


Cross, manager Prudential, 
Mutual, 
spoke on life insurance war clauses. 








in United States policies during the last 
war. In order to avoid this trouble it 
was considered advisable therefore to ex- 
clude death from an-- cause whatsoever 
while the assured was outside the home 
areas. 
Excludes Some Normal Causes 

Such a provision would exclude cer- 
tain deaths from normal causes as well 
as causes related directly to the war. It 
would not, however, exclude all the war 
deaths, and therefore it was considered 
desirable to provide for the exclusion of 
such deaths if they occurred within six 
months after return to the home areas. 
It was recognized that a six months pe- 
riod would not be long enough to ex- 
clude all the hazards due to war which 
occurred, but it was considered that this 
period was a reasonable trade for the 
exclusion of deaths due to all policies 
while outside the home areas. It prob- 
ably will prove adequate as an exclusion 
in the majority of war deaths. 


Aviation Hazard Begins at Home 


The aviation hazard, unlike the mili- 
tary or naval hazard, begins at home. 
here is a very definite extra risk 1n- 
volved during the training period and this 
training may take place before the indi- 
vidual joins the military or naval forces. 
‘Therefore, the more general type of avia- 
tion limitation excludes death as a result 
of service, travel or flight in any aircraft 
used for training or ‘military or naval 
purposes no matter where that may take 
piace. There was some feeling that this 
limitation was not broad enough because 
there would be a great many young men 
who would become interested in aviation 
as a result of the war and would con- 
tinue that interest after the war, and the 
limitation would give them full coverage 
at standard rates following the war. 
Consequently a number of companies 
have incorporated in their war clause 
a paragraph very similar to the general 
type of av iation limitation exclusion 
clause used prior to the war. Deaths are 
limited only to those resulting from avia- 
tion. There should be no difficulty to 
determine the cause of death within the 
home areas and little difficulty in case 
death occurs outside the home areas. 
There is some overlapping between the 
aviation limitation and the limitation 
concerning military and naval service. 
Accidental Death Situation 

Benefits in event of death by acci- 
dental means generally contain excep- 
tions which are broad enough to exclude 
most deaths resulting from war. Ex- 
perience in the last war indicates that a 
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number of troublesome questions arise 
in determining whether death was the 
result of military and naval service or 
not. Consequently, it is well to have a 
war clause providing that accidental 
death benefits are not in effect during 
military or naval services outside the 
home areas. 

Aviation service in actual war is con- 
sidered to be too hazardous to cover 
by the accidental death provision for any 
reasonable extra premium. Some com- 
panies are willing to cover the aviation 
training hazard in this regard for extra 
premiums amounting to $60 per $1,000, 
but others feel that this hazard too is 
rather hard to determine under stress 
of war and prefer not to offer such full 
coverage. Extra premiums for military 
and naval service have been fixed for the 
time being at least by the Canadian com- 
panies at $90 per $1,000 for accidental 
death benefits for all those outside the 
medical corps or aviation service. Some 
suggestions have been made that the 
companies should be able to cover even 
the aviation hazard if they charged an 
extra premium of $100 per $1,000 on all 
military and naval risks. However, it is 
likely that all aviators would pay the 
extra premium, while only a proportion 
of those in the other branches of the 
service would be willing to pay the 
higher extra premium. This brings out 
the point that in charging extra prem- 
iums it is essential to grade these extra 
premiums as closely as possible to the 
risk in order to secure the fullest protec- 
tion against adverse selection. 


Limited to $5,000 


The amount of accidental death bene- 
fits is generally limited in most cases to 
not more than $5,000 in the case of an 
individual going into active military or 
naval service, although in other classi- 
fications, particularly those where the 
hazard is that of travel and residence, 
larger amounts can be justified in ac- 
cordance with sound underwriting prin- 
ciples. 

At the close of the last war there was 
some adjustment for extra premiums. It 
is too early to say what the companies 
will do at this time when the war is 
ended. However, it is safe to say that 
any adjustment which appears necessary 
and equitable, will be made by the com- 
panies, Mr. Shepherd stated. 





KNIGHT FOR CLAUSE 


Discussing Mr. Shepherd’s paper, 
Prof. C. K. Knight of the University of 
Pennsylvania agreed that war clauses 
should be in policies for the protection 
of policyholders. The war clause, he 
said, may be a blow to the field force 
even though delivered with the best of 
intentions. Consequently the clauses 
should be prepared with extreme care 
so as to disrupt the field force’s work 
as little as possible. 

“The application of war clauses should 
be made with a view to encouraging the 
public to take and hold more life insur- 
ance than otherwise might be main- 
tained in force,” he pointed out. “Help 
for the field force and great care not to 
hinder it is the crucial point as regards 
clauses in practice. 

“War clauses must be used more in 
the case of those most likely to be ex- 
posed to war and they should be used in 
the case of those who on account of nation 
ality or other circumstances may be ex- 
posed to such hazards. Clauses should 
be carefully prepared and made as uni- 
form as possible and should be agreed 
upon by companies and insurance de- 
partments so as to be ready for use in 
the case of the main body of applicants 

(CONTINUED ON LAST PAGE) 





January 5, 1940 


Socialistic Plan Is 
Declared Behind 
INEC Inquiry 
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Canadian Officers’ 
Head Finds 1940 
Outlook Bright 


MONTREAL—Confidence that life 
insurance will share in the general busi- 
ness improvement awaiting Canada in 


Gains in New Business 
and in Force Reported 


In preliminary reports to THE NATIONAL | 
UNDERWRITERR a majority of the companies | in insurance in force. The following 
indicate gains both in new paid business | figures are estimates insofar as most of 
and in increases in insurance in force. | 


| the companies are concerned: 


Practically all companies showed gains 


“Nation’s Business” Says 
Real Aims Are Government 
Control, Entry in Business 


WASHINGTON — Underlying _ pur- 
poses of the TNEC investigation of the 
life business are to make a 
case for federal government supervision 
of insurance, to suggest the elimination 
of the agency system, and to obtain ma- 
terial upon which can be based a recom- 
mendation for some type or types of fed- 
eral government operated life insurance 
in competition with private companies, 
it is declared in a special supplement 
to the current issue of ‘“Nation’s Busi- 
ness” magazine. These, the magazine 
says, are the obvious, immediate ob- 
jectives. Government ow nership and 
operation of various forms of insurance, 
it holds, cannot help but follow. 

“Federal supervision,” it is pointed 
out, “is to be inaugurated by giving the 
Securities & Exchange Commission au- 
thority over insurance investment—the 
heart of the business as a private enter- 
prise. 


Seek to Get Agent’s Job 


“Government life insurance has been 
proposed by Senator Wagner. A so- 
called government ‘burial insurance’ 
scheme was presented to the Tem- 
porary National Economic Committee by 
the actuary of the social security board, 
at the request of the Securities & Ex- 
change Commission. The plan called 
for compulsory contributions ‘from 
everybody in the country, man, woman 
and child. Systematic attempts are be- 
ing made to discredit the insurance 
agent; to show he is useless. 

“The (government) planners recognize 
that the institution of insurance is a 
private, free, national enterprise which 
so far has escaped federal control. They 
know it is the backbone of the capitalis- 
tic system. They are aware that, over 
a long period of years, this business 
was created and developed by the people 
themselves for their own protection and 
motivated by their confidence in the in- 
surance principle as established in, their 
free economy. 


Contrary to U. S. Methods 


“All of this is contrary to the philoso- 
phy of those who believe in the nurse- 
maid theory of government. No pri- 
vate enterprise, they argue, should have 
such freedom or such an economic and 
social foothold. So they have begun, 
quite logically, to devise ways to alter 
the situation. 

“The first problem is getting the gov- 
ernment’s foot into the banking and in- 
surance door. Once this is accom- 
plished, the socialist advocates of gov- 
ernment ownership believe it will be 
easy to break in and seize the premises. 
Occupation of the premises will give 
control over nearly every productive en- 
terprise.” 

Merle Thorpe, editor of the magazine, 
explained that the 32 page supplement 
was published at this time “to assist 
policyholders and beneficiaries in ap- 
praising and interpreting more intelli- 
gently the developments now shaping 
in the field of public policy. 

“Two mighty forces,’ Mr. Thorpe 
said, “representing two conflicting the- 
ories of human relations, are at grips 
today in Europe—and in the United 
States. The combatants abroad use 

(CONTINUED ON PAGE 23) 
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1940 is expressed by A. P, Earle, presi- 
dent Canadian Life Insurance Officers 
Association and president of the Mon- 
treal Life. 

Reviewing life insurance accomplish- 
ments of the past year and prospects for 
the next 12 months, Mr. Earle referred 
also to the steps taken to safeguard the 
interests of Canadian policyholders since 
the outbreak of the war, and gave a 
brief resume of the present business 
outlook, with special emphasis on the 
healthy state of life insurance in Canada. 

Total new business written in Canada 
in 1939 is estimated at $650,000,000 and 
total insurance in force about $6,700,- 
000,000, while the total paid to policy- 
holders and beneficiaries exceeded $150,- 
000,000. These totals are exclusive of 
fraternal insurance. 


War Clause Analyzed 


Turning to the war, Mr. Earle re- 
viewed the steps taken to protect the in- 
terests of all Canadian policyholders, 
civilian and military alike, following the 
outbreak of hostilities in September. He 
analyzed the war clause now incorpor- 
ated in all new policies issued, pointing 
out that it was the view of the life in- 
surance companies transacting business 
in the Dominion that they should act 
uniformly on the basis of the best ex- 
perience and judgment available. 

“There was little change in the in- 
vestment picture during 193 39 as affect- 
ing life i insurance companies,’ ’ continued 
Mr. Earle, “and it seems likely that in- 
terest earnings will be fully maintained 
at 1938 levels.” 





7-——New Paid Business——, 


1939 
American Home Life....... $ 1,790,441 
Bankers Life, Neb 8,723,962 





Beneficial Life 
Business Men’s 
Carolina Life 
Colorado Life 
Columbus Mutual Life..... 


12,430,000 
20,339,262 


Aes ee oe itecces 
10,344,782 


Conservative Life, W. Va... 8,000,000 
Continental American Life. 20,483,901 
Excelsior Life, Can........ 3,500,000 
Expressmen’s Mut. Life.... 1,783,500 
Farmers & Traders Life....: 4,000,000 
Fidelity Union Life........ 4,187,024 
pe BS ee a ee 3,000,000 


16,763,187 
40,200,000 
54,430,240 
18,775,000 
12,504,851 


Guarantee Mutual Life..... 
Guardian Life, N. 
Cyilse ee, Bie ce cee cues 
Home Security Life........ 
Home State Life........... 


Insur. Clerks Mut. Benefit.. 325,000 
Internatl. Travelers ....... 900,000 
Lincoln Liberty Life........ 7,000,000 


Dae a oa cee aad 14,712,667 
Canada 53,964,620 
Life .139,575,000 


Manhattan Life . 
Manufacturers Life, 
Massachusetts Mutual 


Northern Life, Canada..... 5,475,000 
North American Life....... 10,300,000 
Ohio National Life......... 25,251,000 
Old Republic Credit........ 39,450,000 
Oregon Mutual Life........ 7 723.3 54 
Pacific Natl. Life........... 4,814,432 
Pathfinder Life ..... sees. 2,292,669 
Peoples Life, Ind........... 9,100,000 
Reserve Loan Life......... 9,375,000. 
Savings Bank Life, N. Y.... 5,918,4005 
Security Life & Trust, N. C.. 14,192,824 
Security Mutual Life, Neb.. 5,029,367 
Standard Life Ins.,Ind...... 5,913,000 
State Capital Life, N. C.... 11,210,204 
State Wari Eales... cc ces ee 17,000,000 
Texas Life ..-ccccccccceeecs 4,350,000 
Union Labor Life........... 2 450,000 
United States Life......... 12,270,000 
Union Mutual Life......... 9,500,000 
Webster Life ........------ 569,991 
Wisconsin Natl. Life......- 4,050,000 


INot including reinsurance. 
2$872,000 by reinsurance. 
3Ordinary only up to Dee. 1. 


2,248,000" 


--Change in Ins. in Force 








1938 1939 1938 
$ 1,575,102 +$ 150,687 
8,511,316 —2,000,000 

12,485,534 + 4,969,112 + 4.360, 
19,350,039 + 4,965,351 +1 374" 560 
1,729,000 +1,347,0004 +1,032,000 
CCGGGGG 8  § ‘“eacews 6 +572,000 
9,485,058 + 2,758,195 +1,043,973 
6,944,501 +1,250,000 —437,000 
23,032 + 3,478,675 + 8,849,572 
15,6 + 3,000,000 +4,2 225,000 
1,4§ + 839,867 + 499, 093 
4,6 +1,450,000 + 1,740,000 
4,5 +1,256,786 +1,478,481 
2,5 +550,000 + 26,050 
20,72 +1,534,707 + 2,311,230 
45, + 4,100,000 + 7,923,366 
41,59 + 20,426,651 + 11,062,823 
18,1 +3 800,000 + 2,886,311 
11,505 + 2,393,975 + 1,606,322 
2 +62,000 —28,414 
_ 6 abies 000 + 169,548 
5,8 2,000,000 24.2.672,000 
11,38 +5,109,074 + 2,437,867 
55,1 +16, 800, 000 + 15,491,362 
138,4 + 31,350,000 + 20,701,127 
6,0 + 1,380,000 + 2,238,000 
10,3 +1,400,000 + 1,600,693 
25,5 + 4,522,407 + 3,893,301 
32,0 +5,750,000 +6, 937, 000 
7,577,58 + 2,969,265 + 2,023,837 
4,961,888 + 4,677,052 +1,694, 216 
492,800 +1,456,420 “46.000 
7,629,241 + 2,700,000 +904,811 
9,304,163 + 645,000 —979,120 
eemaes +5,918,4005 éheake 
14,343,521 + 3,948,588 + 6,845,194 
5,206,995 + 1,608,147 +1,599,722 
5,248,000 + 4,239,000 + 4,123,000 
9,495,252 + 3,094,455 +1,992,227 
16,426,160 + 7,000,000 + 7,193,255 
4,559,829 +150,000 +127,402 
2,997,763 +3,700,000 +3,552,221 
10,538,833 +3,763,000 + 4,446,000 
8,119,000 +1,500,000 +1,462,000 
414,803 +260,320 66,744 
4,881,176 +701,023 + 476,625 


‘Increase to Dec. 1. 
5Figures for first 10 months. 
®No change. 











engagement. 


try again six months later. 


Was it such a good 


to a man who was 


not waste it but tried again? 


out, step by step. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





“nose for news” 
announcement that sensed so much business in such a casual 
lead? Or was it that the clipping warmed up the approach 
“not a particularly good prospect?” 
was it that the underwriter, having made a good contact, did 


A NOSE FOR NEWS 


One of our New York underwriters was handed the lead 
of a small clipping from a local newspaper, announcing an 
A month later he reported that he had seen 
the prospect but had been unable to interest him, but would 


But a year later the underwriter reported that while the 
original lead was not a particularly good prospect, he had 
introduced his best man. .On this second prospect three poli- 
cies were sold, two for $5,000 each and one for $40,000. 


A month later he reported that he had followed through 
on the original lead and sold $10,000 and $40,000. And some 
time later he sold another $40,000 to the original lead, plus 
still another $40,000 to the second man. 


in that engagement 


Or 


A good follow-through doesn’t just happen. It is worked 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 




















Smrha Voices Opposition to 
Dual Control of Insurance 
LIN COLN, NEB—lInsurance Direc- 


tor Smrha is opposed to dual control of 
insurance as proposed in suggestions 
made in Washington as a result of the 
monopoly committee’s hearings. Added 
expense to the policyholders through 
federal control in part is not justified 
by existing conditions in the field of 
regulation, he holds. The system of ex- 
aminations of companies by the insur- 
ance departments, while capable of im- 
provement, provides ample protection to 
policyholders in normal conditions, he 
believes. Federal examinations would be 
mere duplications, and that would fol- 
low once federal intervention in the reg- 
ulatory field occurred. 


SEC Check Is Not Needed 


State laws regulate investments, and 
departments keep constant check on 
them, so that the approval of the SEC 
would not increase stability. Limitation 
as to size of companies is undesirable, 
as size is not an important factor. 

Government representatives on the 
boards of mutual life companies should 
be sufficient to remedy any of the evils 
existing by reason of the ability of offi- 
cers to perpetuate themselves in con- 
trol, to the disadvantage of the policy- 
holder, he says. 


——————— 


McGruder to “Weekly Underwriter” 


M. R. McGruder, associate editor of 
the “Insurance Field” for 10 years, re- 
cently stationed in Atlanta, has joined 
the staff of the “Weekly Underwriter” 
in charge of its southern department, 
with headquarters in Atlanta. A trained 
newspaper man, Mr. McGruder entered 
insurance journalism in 1926 as editor 
of the “Southern Underwriter,” continu- 
ing in that post until he resigned to go 
with the “Insurance Field.” 











4 


HieNATIONAL UNDERWRITER 


January 5, 1940 








Equitable Society’ s Basis 
for Honor Roll Listing 


A departure of interest to life insur- 
ance people generally is the decision of 
the Equitable Society to base _ its 
monthly honor roll for agents’ new busi- 
ness production on commission earnings 
rather than on volume or on premiums, 
as has been its practice for nearly half a 
century. 

The announcement was made to the 
I quitable agency force by Vice-presi- 
dent W. J. Graham during the closing 
week of the year, and qualifications for 
the Century Club, Quarter-Million Club 
and Million Dollar Club will hereafter be 
determined by the following schedule of 
first-year commissions paid the agent 
from Jan. 1 of each year: 

When the agent’s first year commis- 
sion equals $1,200 (monthly average 
$100), agent will qualify for club mem- 
bership in $100,000 Corps, Century Club; 
$3,000 ($250 monthly), $250,000 Corps, 
Quarter-Million Club: $12,000 ($1,000 
monthly), Million Dollar Club. 


Indication of Performance 


Quoting from an announcement from 
the home office to the agency force: 

“Qualification by an agent for member- 
ship in the agency clubs of the Equitable 
has long been recognized as an indica- 
tion of performance and as measure ot 
the service being rendered by him in his 
community. 

“The aim of life underwriters every- 
where is to extend the protection and se- 
curity of life insurance to an increasing 
number of people. In the rendering of 
this beneficial service, it is our aim and 
hope to develop an ever larger number 
of substantial Equitable representatives 
who, devoting themselves actively to life 
underwriting as a career, will reap in 
abundant degree both prestige and finan- 
cial recognition. This desirable objec- 
tive, we believe, we are furthering 
through the agency clubs and especially 
through this new qualification basis.” 


Special Listing of Agents 


Preliminary to this change, the Equit- 
able has for the past six months pub- 
lished a special listing of agents whose 
commissions on new business have been 
at least $100 a month, and to remain on 








Valuation Rules 
Issued by California 


SAN FRANCISCO—Comimissioner 
Caminetti of California is distributing 
annual statement forms to companies, 
with a long explanation as to acceptable 
means of valuations and also calling 
attention that under a new California 
law the tax statement does not have to 
be filed before April 1. In past years 
the statement and tax statement were 
required to be filed by the first Monday 
in March. The general financial state- 
ment must be in the insurance depart- 
ment office by March 1, the modification 
being the further time granted for the 
premium tax report. 

Valuations for bonds are the same as 
that approved by the National Associa- 
tion of Insurance Commissioners but 
the acceptable basis of valuation for 
stocks, as prepared by Commissioner 
Caminetti, is as follows: 

“Stocks of corporations solvent on 
Dec. 31, 1939, and having paid cash div- 
idends in 1939 at a rate, computed on 
the book value at which they, respect- 
ively, are carried by the reporting in- 
surer, equal to or in excess of 3 percent, 
but in no event less than the minimum 
rate required to be carried to maintain 
their ratable share of the reserves to be 
maintained on outstanding policies and 
interest-bearing obligations of the re- 
porting insurer at their respective book 
values; provided that if the foregoing 
conditions are satisfied in respect to the 





this list the minimum earnings must have 
averaged $100 for each consecutive month 
on a cumulative basis. Beginning in 1940 
this special list will be discontinued and 
a revised form of monthly honor roll, 
recording the company’s 100 leading pro- 
ducers on a commission-earning “basis, 
will be introduced. 

Included in the new rating arrange- 
ments will of course be a proper credit 
for all annuity writings and for all group 
life insurance, group accident and health, 
group hospitalization and group annuity 
business, commissions on such produc- 
tion being credited to the agent along 
with his ordinary life insurance earnings. 
Whereas credit heretofore has been 
given for annuities and for group insur- 
ance on a volume basis, under an arbi- 
trarily fixed scale, hereafter the entire 
first year commission earnings of an 
agent in any month will form a more 
accurate appraisal of his progress and 
for recognition by listing on the monthly 
honor roll. 


Favorable Comment Received 


The announcement to the Equitable’s 
field force has already resulted in favor- 
able comment both by managers and 
members of the soliciting staff. While 
monthly honor roll listings will be lim- 
ited to the top 100 agents in point of 
total commissions on new business, the 
agency club qualification listings during 
the year will include the names of ap- 
proximately 2,000 agents. These will 
be published quarterly, the listing under 
each club qualification—Century, Quar- 
ter-Million, or Million Dollar Corps— 
being ,determined by the commission 
earnings on a pro rata basis for each 
three months’ period throughout the 
year. 

The Equitable’s move is an attempt to 
appraise more practically individual sales 
success among its several thousand 
agents. Conceivably, neither volume nor 
total premiums constitutes a fully de- 
pendable yardstick. Inasmuch as the 
newly adopted plan of the Equitable re- 
flects the financial prosperity of the 
agent, it would seem a more fitting and 
faithful gauge of his standing and prog- 
ress, month by month and year by year. 








acquisition cost of any of such stocks, 
such acquisition cost may be used for 
such stocks as satisfy said conditions. 
Acquisition cost as used therein shall, 
in the case of stocks acquired by ex- 
change and in the case of rights re- 
ceived as dividends or otherwise, be 
held to mean a sum not exceeding the 
market value quoted at the date of ac- 


quisition.” 


Other stocks are valued on the com- 
missioners’ formula. 





Seven Legislatures Go Into 
Session with New Year 


Although this is an off year from 
the legislative standpoint, six legislat- 
ures went into regular session this week 
and Nebraska went into special session. 
South Carolina goes into regular ses- 
sion next week and the prospect is that 
special sessions will be called in a num- 
ber of states. Louisiana is scheduled to 
go into regular session May 9. The 
states that went into regular session this 
week are Mississippi, Virginia, Ken- 
tucky, Massachusetts, New York and 
Rhode Island. 





Former N. Y. Superintendent 
Named to Highest Court 


Albert Conway, former insurance su- 
perintendent of New York, who resigned 
to accept an appointment as a justice 
of the New York supreme court, has 
been appointed to the court of appeals, 
which is the highest tribunal of that 
state, 


New Vice-President of 
Life Counsel Body 











ROBERT E. HENLEY 


Robert E. Henley, vice-president, gen- 
eral counsel, and director of Life of 
Virginia, was recently elected  vice- 
president of the Association of Life 
Insurance Counsel. He was born in 
1886 at James City County, Virginia, 
and was educated at College of William 
& Mary (A. B.) and the University of 
Virginia (LL. B.). He is a member 
of the board of governors, Common- 
wealth and Westmoreland Clubs; he 
was formerly president of the West- 
moreland Club. He is director of the 
John G. Walker Investment Corpora- 
tion. He was formerly a member of 
the Planning Commission of Richmond; 
division superintendent of schools, 1910 
to 1911; trust officer Old Dominion 
Trust Company, 1920; vice-president for 
Virginia of the American Life Conven- 
tion. He became associated with Life 
of Virginia in 1920. 








Life Insurance Law 
Meet in New Jersey 


NEWARK—“Life Insurance Law” 
will be discussed at the meeting of the 
New Jersey Bar Association here Jan, 12. 

Carrol M. Shanks, vice-president and 
general solicitor of the Prudential, will 
talk on “The Outlook for Life Insurance 
Regulations.” Discussions will follow 
and include brief reviews of monopoly 
investigation, federal regulation of life 
insurance, trends of state legislation and 
incidental aspects of the subject. 

Samuel J. Foosaner, counsel New 
Jersey State Association of Life Under- 
writers and chairman of the New Jersey 
Bar Association’s life insurance commit- 
tee, will speak on “Some of the Tax 
Problems in Life Insurance.” Discus- 
sions will follow on life insurance 
assignments and their effect and possi- 
bilities of double taxation. 

Louis J. Cohen, assistant attorney- 
general and counsel to the New Jersey 
state banking and insurance depart- 
ment, will talk. 

A number of executives and general 
counsel of eastern life insurance com- 
panies have been invited to attend. 


New Social Security Slide Card 


A slide card which computes expected 
social security benefits from an_ indi- 
vidual’s present average salary has been 
prepared by the Travelers for its agents. 
The card has a movable indicator which 
can be set to range from age 25 to 60 
and in income from average monthly 
earnings of $100 to $250. One side in- 
dicates what the individual receives if he 
lives until 65 and the other side shows 
what his survivors will receive in the 
event of his death before 65. 








General Agents to 


Meet in Florida 


President Loomis of Con- 
necticut Mutual and Other 
Officials on Program 


The program for the annual gather- 
ing of the Connecticut Mutual Life’s 
general agents to be held Jan. 8-11 at 
Hollywood Beach hotel, Hollywood, 
Fla., is announced. The program 
chairman is Earl F. Colborn, Rochester, 
N. Y., assisted by Wallace N. Watson, 
Boston, and Robert N. Waddell, Pitts- 
burgh. These were appointed by V. B 
Coffin, vice-president and superintendent 
of agencies. P. M. Fraser, vice-presi- 
dent, will open the gathering. 


To Hold “President’s Dinner” 


President J. L. Loomis will attend and 
speak at a home office session the final 
day. He also will be honor guest at a 
“president’s dinner” the second night. 
Others from the home office on the pro- 


gram are: Vice-president V. B. Coffin, 
G. H. Anthony, director. Harold N. 
Chandler, vice-president, is entertain- 


ment chairman, assisted by George F. B. 
Smith, assistant superintendent of agen- 
cies. 

A theme runs throughout the business 
sessions, “Getting Men Into Dependable 
Production and Income,” which is 
broken down into various elements. The 
first day it is “Adding New Men Quali- 
fied for Dependable Production and In- 
come,” with Mr. Colborn as discussion 
leader, assisted by John A. Ramsay, 
Newark; Phinehas Prouty, Jr., Los An- 
geles, and Warren K. Magruder, Balti- 
more. J. M. Fraser, New York, will 
preside at the Monday session, with 
- ae from P. M. Fraser, vice-presi- 
dent. 


Remainder of Program 


Tuesday, Mr. Ramsay will be chair- 
man. The theme of the discussion will 
be that of getting new men into produc- 
tion, with Mr. Watson as discussion 
leader. He will be assisted by Harry F. 
Gray, New York; James G. Hill, Nash- 
ville, and Hugh vf “White, Detroit. Paul 
Cc. Sanborn, Boston, will be chairman 
Wednesday, with Mr. Waddell as dis- 
cussion leader on the topic of keeping 
both new and old men in production. He 
will be assisted by Sidney B. Rosen- 
baum, Cleveland, and C. J. Zimmerman, 
Chicago. 

John H. Thompson, general agent at 
Hartford, and Mr. Hill will preside over 
the home office session as co-chairmen. 
Talks will be given by the officials men- 
tioned. Other executives are expected 
to attend, especially from the agency and 
medical departments, to confer with the 
general agents on problems. 


Plan Discussion Periods 


The conference program has_ been 
built around the theme of showing what 
can be done to promote and maintain 
satisfactory production and income for 
both new and veteran agents. Among 
the things to be discussed by the gen- 
eral agents are: methods of maintaining 
a continuous flow of qualified prospects, 
developing skill in the use of organized 
sales techniques, of promoting the use 
of organized working habits, and of 
building morale. After the keynote 
speech each day, the meeting will be 
thrown open for a 45-minute discussion 
under the leadership of one of the, mem- 
bers of the program committee. 


J. F. Kinney Elected Director 


J. F. Kinney, assistant secretary of 
Guarantee Mutual Life, has been elected 
a director succeeding Dr. A. C. Stokes, 
who is retiring as medical director after 
30 years service. 

Dr. Stokes, 70 years old on Dec. 24, 
has been seriously ill at his home with 
a heart ailment for a week but is re- 
ported improved. 


ena 
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or 4) and in Time mag- 
azine, out Jan, 11. 











A YEAR has ended, and another begun. In 
our country, blessed with peace, we have con- 
tinued about our daily work. Part of the fruits 
of that work have been placed, as in past years, 
in the hands of the American life insurance 
companies, who are custodians of a large share of 
the personal security of 64 million policyholders 
and their beneficiaries. The care with which these 
funds are invested has made the words “life 
insurance” synonymous with “security.” North- 
western National Life submits its 55th Annual 
Financial Statement herewith. As in past years, 
this is the first complete and final life insurance 
balance sheet to be published. Ask your banker, or 
some other qualified person, to give you his opin- 
ion of the intrinsic soundness of this Company’s 
investment methods and management practices. 
Now, as to the future. Because a life insurance 
company must plan not for months or years, but 
for generations, NYNL will continue to manage 
its resources with the utmost care and conserva- 
tism. But to administer a life company in the best 
interest of its policyholders requires more than 
financial conservatism, important as that is. It 
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This is NwNL’s 55th 
Annual Financial State- 
ment advertisement, ap- 
pearing in leading news- 
papers (issues of Jan. 2, 3, 


requires diligence and vigor in seeking out, through 
research, new ways to serve the policyholder better 
and at less cost, and to help him conserve his most 
important asset, his life insurance. It requires an 
open mind, willing to accept the facts disclosed 
by research, and to shape its course accordingly. 
NWNL accepts these requirements and lives up 
to them. In 1939, for example, NYNL pioneered 
by developing entirely new principles underlying 
agents’ compensation, in keeping with today’s en- 
lightened conception of the life agent’s function. 
By paying its agents rewards appropriate to the 
type of service the modern life agent is equipped 
and trained to give his policyholders, NYNL has 
pointed the way to decreased losses—to policy- 
holder and company alike—from lapsed policies, 
and to an ultimate reduction in the cost of 
insurance to the public. 

For the future, NY NL pledges continued allegiance 
to these two principles: in the care and manage- 
ment of resources, the utmost caution and 
conservatism; in the search for ways to make life 
insurance more economical and more useful, the 
utmost in progressiveness and open-mindedness. 





December 31, 1939 





RESOURCES 
CMM e285 Soo a cidtvecah weet a adeie oe eies (5.9%) $ 4,474,631 
U. S. Government Securities.................. (25.2%) 18,989,077 
Bonds Fully Guaranteed by the U.S........... ( 7.1%) 5,324,536 
Canadian Government Securities.............. ( 6%) 443,403 
Other Bonds: és 
State, County, and Municipal... . ( 4.1%) 3,067,613 
Railroad Mortgage Bonds. ( 6.4%) 4,806,546 
Railroad Equipments...:. ( 1.4%) 1,087,659 
Public Utility........ (17.2%) 12,902,987 
Industrial........ ( 2.0%) 1,483,869 
Miscellaneous. ............ coe §. en 218,834 
Writ, WROMGRGG ROGER. . 6 o4 seer vccevcnwt yes ( 9.7%) 7,292,650 
PO 20 rene eee eee eee (12.7%) 9,565,148 
Real Estate (Including Home Office Bldg. and 
Real Estate Sold Under Contract) .......... ( 3.8%) 2,882,675 
Premiums, Due and Deferred................. ( 2.7%) 2,009,826 
Interest Due and Accrued and Other Assets.... ( .9%) 655,726 
"BOWE AEA. 60:0 seers Wade uecunaacers cess (100%) $75,205,180 
Insurance in Force.......... $440,570,713 


LIABILITIES 

ee ee INS bss ov a cae cedace dvkswidesnnauee $58,299,646 
Death Claims Due and Unpaid... .............-02cceee:: None 
Claims Reported but Proofs not Received................. 158,955 
Reserve for Claims Unreported. ............0ee.eeeeeeees 115,000 
Present Value of Death, Disability, and Other 

Claims Payable in Instalments....................0005 4,278,366 
Premiums and Interest Paid in Advance.................. 343,384 
Reserve for Taxes Payable in 1940.................22005: 296,115 
Profits for Distribution to Policyholders.................-. 2,780,703 
Renerve foe Qehee Eig MGIs oc cc ccccsticccsedcccccccces 2,556,674 
Magee VUNG ONE ade dcceceinccnscednccecevenes 918,419 
Surplus Funds and Capital: 

Voluntary Contfngency Reserves.............. $1,914,431 

CE Oe a, Oe eter cer 2,443,487 

PR CIE 6 oda ccdeccccecscecsucendtu<s 1,100,000 5,457,918 

oi | | OR aa a ai rary ne my pa eararrer Party pet $75,205,180 


{ With substantially the same volume of new business as in 1938, es 
1.1939 gain in insurance in for:e was 60% greater than in 1938. 
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Guertin Traces Mortality 
Table Developments 


PHILADELPHIA—Alfred N. Guer- 
tin, actuary of the New Jersey depart- 
ment, delivered an illuminating address, 
“Mortality Tables—Financial Measuring 
Rods in Life Insurance,” at the meeting 
here of the American Statistical Society. 
Mr. Guertin is chairman of the commit- 
tee of the National Association of In- 
surance Commissioners on the mortality 
table situation, a committee that issued 
a report several months ago that is re- 
garded as a major contribution to the 
business. He drew extensively from that 
report in his talk here. 

“That the insurance industry,” he 
said, “should be faced with the necessity 
of making explanations to policyhold- 
ers that they do not base their premi- 
ums on, or that the cost of insurance is 
not controlled by, the mortality tables 
mentioned in their policies, explanations 
which are often beyond the ability of 
their agents to explain satisfactorily, is 
a handicap which they are entitled to 
have removed. The use of unnecessary 
artificialities which result in complica- 
tions not readily understood to con- 
tracting parties in any agreement are 
undesirable. This situation gives the su- 
pervisory authorities a responsibility 
which they should not ignore. That that 
responsibility is being assumed by state 
supervisory officials with respect to the 
subject of mortality tables is shown by 
the action of the commissioners’ asso- 
ciation when it adopted recently the re- 
port of the mortality committee.” 


Misconstructions and Misunderstandings 


Mr. Guertin observed that the states 
usually prescribe the rate of interest and 
the mortality tables which must be used 
in making valuations. Only a few ta- 
bles will meet the requirements of all 
49 jurisdictions and of these the Amer- 
ican Experience Table is the most im- 
portant. The use of this table has given 
rise to many misconstructions and mis- 
understandings. 

Mr. Guertin set forth these broad pur- 
poses served by mortality tables: 

(1) The calculation of premium rates 
for insurance policies and annuities; (2) 
the calculation of non-forfeiture haut 
fits on lapse or surrender of policies; 
(3) the valuation of insurance and an- 
nuity contract liabilities; (4) the calcula- 
tion of dividends on participating con- 
tracts; (6) the fixing of standards of 
measurement in studying experience 
and, closely related thereto, (7) the des- 
ignation of standards of mortality in the 
underwriting of new business.” 


Actuary Has Choice of Tables 


The speaker pointed out that for most, 


purposes the actuary has a choice of 
tables. But only within certain limita- 
tions may he determine the appropriate 
mortality bases for the determination of 
non-forfeiture values. When the deter- 
mination of a suitable table for policy 
reserve purposes is required, the prob- 
lem of statutory bases presents itself. 
“The effects of the use of modern ta- 
bles instead of the American Experience 
table may be summarized,” he said, 
(1) an insignificant change, if any, in 
the aggregate cost of insurance to pol- 
icyholders generally, (2) a very slight 
rearrangement in the non- -participating 
premiums of life insurance companies, 
and (3) the possibility of a somewhat 
more extensive rearrangement in the 
pattern of net costs to policyholders of 
participating insurance, either by vari- 
ation in gross premiums, dividends, 
both. Because tables based on recent 
experience are more nearly representa- 
tive of actual mortality to be expected 
than those which are now prescribed by 
statute, it may be inferred that such 
changes would be in the direction of 
greater equity to policyholders of life 
insurance companies. On the basis of 
these arguments, the recommendation 
of the special committee mentioned, that 





legislation permitting the use of more 
modern tables for valuation purposes be 
promoted, was adopted by the National 
Association of Insurance Commission- 
ers at its meeting early this month. 


Liberality in Annuities 


“The laws of the various states are 
much more liberal in granting discre- 
tionary powers in the choice of mortal- 
ity tables to supervisory officials, com- 
panies and their actuaries in the case 
of annuities than in the case of insur- 
ance policies. Almost complete freedom 
is available, subject to the approval of 
the insurance commissioners, in the 
choice of suitable mortality tables in the 
valuation of annuities. Where legal rig- 
idities exist, they establish bases which, 
as a result of improved mortality among 
annuitants, appear to be inadequate to 
protect the solvency of companies. Ob- 
servation on what has happened under 
these liberal requirements constitutes a 
strong argument for removing some of 
the rigidities now characteristic of our 
state valuation laws with respect to in- 
surance.” 

Progressive strengthening in valua- 
tion standards, in connection with an- 
nuities, to meet current mortality and 
investment developments, has been ac- 
complished without special legislation in 
the annuity field, he said. “This seems 
to me to be indicative of what would 
be likely to happen if companies, sub- 
ject to suitable supervision, were given 
reasonable latitude in the determination 
of valuation bases for insurance. I am 
disposed to think that competition and 
normal evolution in the business would 
be the strongest possible forces to in- 
duce companies to use modern tables 
in the valuation of policy reserve lia- 
bilities in the same way that they now 
do in the calculation of premium rates 
for insurance and annuities and in the 


valuation of annuities. In addition, the 
placing of discretionary power in the 


state insurance commissioners to require 
changes in reserve standards on appro- 
priate bases should properly safeguard 
the public interest by making it possible 
to enforce reasonably uniform action in 
the direction of adequacy.” 

R. A. Hohaus Gives Talk 

R. A. Hohaus, associate actuary Met- 
ropolitan Life, discussing “Actuarial 
Problems in Social Insurance,” said cost 
estimates are fraught with many more 
unknowns than for private insurance, 
largely because forecasts are thrown off 
by the continual shift in and out of cov- 
ered employment. Further complicating 
the actuary’s work, he pointed out, is 
the prospect of future changes in the 
plan itself as a result of changing politi- 
cal, social and economic conditions 
which themselves are intpossible to fore- 
see, 

Because of these many uncertainties 
he urged that “it is all the more desir- 
able that actuarial forecasts be made 
and that conservatism be the guiding 
philosophy regarding its quantitative 
provisions” in order that “the develop- 
ments in social insurance will promote 
the safe passage of the nation over the 
near and distant years ahead.” 


Two Papers by Dr. Berridge 


Dr. W. A. Berridge, economist Metro- 
politan Life, presented two papers but 
was unable to be present to read them 
in person. Discussing low interest rates 
and financial institutions, he said that 
low interest rates do not create recovery. 
While conceding that reasonably cheap 
money may be a necessary prerequisite, 
he stated that it is not a sufficient condi- 
tion of itself. Furthermore, the cheap- 
ening of money has gone so far that 
anything further in this direction is 
bucking the law of diminishing returns, 
he indicated. Other conditions precedent 
to recovery have not been in effect long 
enough to give a clear idea of what may 


STOCKS 





H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago, 
gave the following stock quotations for 
life companies as of Jan. 2: 


Par Div. * Bid Asked 
Actna Eife .... 10 1.35°* 30%, 32% 
Centrat, Til... 10 ae 9 tL 
Cent. States Life 5 erate 1 2 
Colum. Natl. L..100 cae 68 72 
Conn. Genl.,...... 20 .80 26%, 28% 
Contl. Assurance 10 2.00 39 41 
Federal Life.... 10 wee 413 54 
Great Southn. L. 10 1.30 20 23 
Kan. City Life. 100 16.00 350 400 
ate: @ -~Cas,....<- 50 11% 13 
Lincoln Natl.... 10 1.20 30 32 
No. Amer. Life. 2 jae 2% 3 
N. W. Nat. Life 5 .30 11 13 
Ohio Natl. Life. 10 1.25 23 25 
Old Line Life.. 10 -60 10 12 
Sun Life, Can. £100 15.00 265 295 
Travelers .100 16.00 435 445 
Union Cent. Life 20 1.20 20 25 
Wis. National... 10 1.00 16 18 











be expected of them for the long pull, he 
said. 

His other paper discussed investments 
in residential mortgages and the Metro- 
politan’s new “Parkchester” project. 

W. A. Jenkins, actuary Teachers In- 
surance & Annuity, explained the statis- 
tical pitfalls in the gain and loss exhibit, 
particularly with regard to mortality. 
He showed how a person unversed in 
insurance might readily go astray 
through failure to appreciate the full and 
exact meaning of the figures and their 
designations. 

Other life insurance men who spoke 
were Dr. A. J. Lotka, assistant statisti- 
cian Metropolitan Life, who presented a 
paper on “Lag Effects in Statistical 
Studies and Related Problems”; and H. 
H. Marks, Metropolitan Life statistical 
department, “Some Relations of War to 
Population Studies.” 

Dr. Berridge and Dr. Lotka were 
elected vice-presidents of the associa- 
tion. 


Sales Training Plan Started 


DALLAS—The Southwestern Life is 
inaugurating a comprehensive _ sales 
training plan for all agents who desire 
to participate as well as for all new 
agents. The program, worked out by 
Ben H. Williams, director of sales 
training, in cooperation with other com- 
pany officials, was presented to the 
agents during a series of meetings in 
November and December. 

The Southwestern will 
salesmen into three divisions, recruits, 
junior salesmen and senior salesmen, 
Mr. Williams announced. The program 
provides for regular study, examination 
and seminars at the home office at regu- 
lar intervals. As part of the program, 
the company will help its salesmen 


divide its 


‘keep adequate records and plan their 


work 





Suit Against Guardian National 
LINCOLN, NEB.—H. T. Holloway 


has filed a petition in district court here 
asking that a receiver be named for the 
Guardian National Life of Lincoln. He 
was formerly an agent, and the Ne- 
braska department states that a claim 
he made against the company had been 
disallowed. About two months ago the 
company was notified of an impairment 
and was given 90 days to meet the criti- 
cisms. The department found ample 
policy reserves but not sufficient re- 
serves to cover also surplus notes. In 
the last few years it has had three 
changes in management. F. M. Staple- 
ton is now president. Its last report 
shows assets of $77,218 and business in 
force $1,021,000. 


John G. Phillips, who retired as man- 
ager of the Des Moines branch. of Trav- 
elers, expects to leave .in a few days 
with Mrs. Phillips on an extensive trav- 
elling trip. He retired on a pension after 
22 years service. They will journey first 
to California and then to Mexico and 
Florida. Mr. Phillips, who is an ardent 
fisherman, plans to try his luck at the 
sport during the trip. In a testimonial] 
party attended by 43 represenatives from 





O. J. Arnold Again 
Gets Out First 
Annual Report 


A $13,543,111 gain in insurance in 
force, to a total of $440,570,713 as of 
Dec. 31, 1939, is reported in the annual 
statement of Northwestern National 
Life. This compares with a gain of $8,- 
490,777 reported at the end of 1938. 

Appearing as usual on New Year's 
day, the statement again is the first com- 
plete and final life insurance company 
balance sheet to be published. 

“The fact that the 1939 gain in insur- 
ance in force was 60 percent greater 
than the 1938 gain—although the vol- 
ume of new business was only slightly 
greater—is gratifying and highly sig- 
nificant,” O. J. Arnold, president, as- 
serted. “The essential reason is a fur- 
ther improvement in the renewal ratio 
—the ability, and determination, of pol- 
icyholders to keep their insurance in 
force. Not only does this reflect a bet- 
ter financial condition on the part of 
the average family, but also an en- 
couraging response to the company’s 
thoroughgoing program of lapse pre- 
vention. Sales of paid-for new business 
for the year totaled $65,052,626 com- 
pared with $64,291,283 in 1938.” 

Assets show an increase of $5,063,567 
to a total of $75,205,180, compared with 
$70,141,613 as at Dec. 31, 1938. Con- 
tingency reserves and surplus, after set- 
ting aside voluntary additions of $160,- 
911 to special reserves for disability, 
annuities, and asset fluctuation, stood at 
$5,457,918 compared with $5,265,319 the 
preceding year-end. 

Holdings of U. S. government securi- 
ties and fully guaranteed bonds of gov- 
ernment agencies totaled $24,313,613, 
compared with $24,295,794 the year pre- 
ceding. Other bond holdings amount to 
$24,010,911 as against $24,206,788 a year 
ago. Total bonds represent 64.3 per- 
cent of assets. Mortgages increased to 
$7,292,650 compared with $4,525,481 as 
of the end of 1938. The increase was 
principally accounted for by expansion 
in FHA insured loans on city homes. 
Cash stood at $4,474,631. 

Real estate, including home office, and 
real estate sold under contract, de- 
creased to $2,882,675, compared with 
$2,919,471 as of the end of the previous 
year, or only 3.8 percent of total assets. 

There was a decrease in policy loans 
to $9,565,148, from $9,629,528 at the end 
of the preceding year, or from 13.7 per- 
cent to 12.7 percent of assets. 

Premiums amounted to $10,630,054 in 
1939, and total income reached a new 
peak of $15,160,680. Payments to bene- 
ficiaries of deceased policyholders to- 
taled $2,571,751; payments to living pol- 
icyholders, excluding policy loans, to- 
taled $3,478,712. Since organization in 
1885, payments to policyholders and 
beneficiaries have totaled $107,193,412. 


Show Life Insurance in Action 


Chicago general agentts are cooper- 
ating with the “Life Insurance in 
Action” committee in the final month’s 
effort to bring to light as many actual 
cases as possible where beneficiaries of 
life insurance policies have been bene- 
fited. 

F. J. Budinger, Franklin Life, chair- 
man, reports that several leading agen- 
cies in the city are sending letters to 
beneficiaries who have received death 
claims, annuities and matured endow- 
ments in recent years, urging that they 
write briefly what those funds meant 
to them. 








the Des Moines branch and over the 
state, he was given a beautiful watch 
as a parting gift from his agents. 


“Pacific Insurance,” published by Jack 
Piver, San Francisco, has opened a Los 
Angeles branch office in charge of Rob- 
ert Cron, formerly with the “Insurance 
Field” in Louisville and Chicago. 
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How Was Business in 1939? 
EXCELLENT, THANK YOU 





HERE ARE SOME HIGHLIGHTS 
@ New Business 13.6% Plus @ Mortality Lowest in Years 


One of the best years in the history of the In the “low 40’s”. (Early press time pro- 
company, the agency force paying for hibits printing exact figures, but actual mor- 
13.6% more business in 1939 over 1938. tality is only slightly over 40% of expected 
. . ' ? on American Experience Table.) 
@ Insurance in Force Highest in History . 
Total insurance in force is now the greatest @ Low Declination Rate 
in the hist fH Life. ies ‘ , , 
ee ea ee Of all business submitted in 1939, only 4.4% 
@ Assets Highest in History of the total policies were declined, and only 
‘ , . ; , 4.6% of total volume was declined. 
Total admitted assets set a new high in 
eighty years of progress. i ss 
iis @ Average Size Policy 


@ Gain of Insurance in Force Home Life for two successive years [1937-8] 


The gain-of-insurance in force represents led all life companies in producing the 
41%: of all new business paid for in 1939. highest average sale. The challenge still re- 
It also represents 4.5% gain as related to mains—the 1939 figure is even higher than 
total insurance in force at beginning of year. 1938, well over $5,000. 


The year’s accomplishments are the result of the enthusiastic cooperation of the Field and Home Office 

forces. Home Life pledges the continuation of its program of providing the ultimate in life insurance 

service to the better-than-average risk through Planned Estates— and the ultimate in opportunity for 
advancement to every ambitious man associated with it. 


ETHELBERT IDE LOW, Chairman of the Board JAMES A. FULTON, President 


HOME LIFE INSURANCE COMPANY 
256 Broadway, New York, N. Y. 


C. C. FULTON, Agency Vice-President W. P. WORTHINGTON, Supt. of Agencies 
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ommittee to Draft 
California Group 
Disability Rules 


SAN FRANCISCO.—Companies 
writing group disability insurance in 
California may continue to use the same 
forms as they have in the past until Feb. 
15, Commissioner Caminetti decided at a 
hearing here. After that date they must 
use the alternative forms and provisions 
prepared by the California department. 

The changes result from amendments 
to the insurance code adopted by the last 
legislature, which provide that the com- 
missioner shall prepare standard forms 
of provisions for both group disability 
and family expense disability insurance. 
A form for the family expense disability 
policy prepared by the department, fol- 





lowing suggestions submitted by one 
company and embodying the standard 
provisions of the code with minor 
changes, was approved without ques- 
tion, but there was considerable debate | 
on the general group proposals. 
Several Group Association companies 
objected to the department's proposals | 
and presented other provisions. Henry 
Reichgott, Equitable Society, chairman 
of the Group Association, had C. A. 
Sigfried of the group department of the | 


Metropolitan explain the position of 
those companies. Marcus Gunn, ac- 
tuary California-Western States Life, 


and Harold Levey of the same company, 
also spoke on the question. Mr. Sig- 
fried presented the form prepared by 
the Group Association, suggesting it be 
added to the provisions submitted by 
the department, but this was objected 
to by the casualty companies, through 
George W. Kemper, superintendent ac- | 
cident and health department Fireman’s 
Fund Indemnity. | 

Others who took an active part in| 


; another hearing to discuss the report 


| No Jump in War Risk 


| cans between 21 and 31. 


the discussion included W. B. Burge, 
Ocean Accident; Charles Dougherty, 
Metropolitan Life, and L. M. Caldwell, 
Fireman’s Fund Indemnity. 

Following a recess Mr. Kemper pro- 
posed that a committee composed of 
representatives of the Health & Accident 
Underwriters Conference, Bureau of 
Personal Accident & Health Underwrit- 
ers and Group Association (accident and 
health section) be appointed. He also 
suggested that the department be rep- 
resented and that Commissioner Camin- 





etti appoint three other members “at 
large.” | 
Haas Heads Committee | 

Commissioner Caminetti agreed to 


this proposal, instructed those present 
to submit the names of representatives 
before Jan. 30, named Assistant Com- 
missioner Harold Haas as chairman of 
the committee and said he would name 
the three others. He also announced 
that this committee should attempt to 
prepare a set of standard provisions, in 
accordance with the California code, as 
expeditiously as possible, and_ tenta- 
tively set six months from that day for 


of the committee. Companies were re- 
quested to submit to Commissioner 
Caminetti their policy forms with index 
as to alternative forms or standard pro- 
visions. 


Companies which have not adopted 
war risk clauses have been keeping a 
close check on any indications which 
might indicate the desirability of such 
measures. So far there has apparently 
been no increase in the percentage of 
applications among the foreign born of 
military age nor among young Ameri- 


Increase sales with Soeial Security. 
Send $1 for slide rule and full details to 
National Underwriter. 





Important Changes 
by Phoenix Mutual 


HARTFORD—Important changes in 


the field force of the Phoenix Mutual 
Life are announced. They include the 
opening of a new agency in White 


Plains, to be known as the “Westches- 
ter Agency.” C. S. McAllister, a mem- 
ber of the field supervisory staff for the 
past three years, has been appointed 
manager and I. Austin Kelly, III, of 
White Plains, has been appointed asso- 
ciate manager. 

Mr. McAllister joined the “New York 
Uptown Agency” a few months after his 
graduation from Dartmouth. He made an 
excellent record as a personal producer 
and for the past three years has been 
taking special training for management 
in several of the larger agencies. Mr. 
Kelly is one of the Phoenix Mutual’s 
outstanding producers and qualified for 
the 1939 Million Dollar Round Table. 

G. K. Harper, for the past year a 
supervisor in the “New York Lincoln 
Agency,” has been advanced to man- 
ager of the Philadelphia agency, to re- 
place Paul S. Mechling, formerly super- 
visor there, who steps up to associate 
manager at Pittsburgh. Mr. Harper, a 
graduate of the University of Illinois, 
became a $500,000 producer in his third 
full year with the Phoenix Mutual in 
Chicago and won many outstanding field 
honors. Mr. Mechling, also a success- 
ful personal producer, began his Phoe- 
nix Mutual career in the Pittsburgh 
agency and later, as a supervisor, re- 
ceived training in agency management 
in several large agencies. 

Erle B. Renwick, who has been in 
charge of the Portland, Me. agency 
since last April, has been advanced to 
manager there. A graduate of Bates 
College, he joined the “New York Down- 
town Agency” in 1931 and later that 





year transferred to Portland where he 
continued his successful personal pro- 
duction. 


Life Insurance Is Greatest 
Stabilizer in Family Life 


SAN FRANCISCO—The greatest 
stabilizer in American family life today 
is life insurance, according to Earl War- 
ren, attorney-general of California, in 
commenting upon the “life insurance in 
action” essay contest. Writing to Har- 
old Kay, chairman contest committee, 
San Francisco Life Underwriters Asso- 
ciation, Mr. Warren said: “Nothing 
else can give a family as much protec- 
tion and its breadwinner as much con- 
fidence in meeting the future as life 
insurance does. It is made to order for 
rich and poor alike and can be adjusted 
to the circumstances of the family.” 


Earning Power Uncertain 


“Earning power,’ said Mr. Warren, 
“is always uncertain and wealth often 
disappears at most critical times in the 
life of a family, but life insurance is 
always present when it is most needed. 
Many persons who cannot possibly save 
enough from their earnings to ade- 
quately protect their families, can 
accomplish the same result through a 
sensible life insurance program. I de- 
rive more comfort and have a greater 
sense of security from my insurance 
policies than I could possibly obtain 
from any investment, even though it 
was twice the principal amount of these 
policies.” 


The agent who presents his proposi- 
tion in the simplest and least technical 
language has a marked advantage. 

Your job is to tell your prospect the 
things he ought to know about the thing 
he ought to buy—the thing you have 
to sell—money for future delivery! 








(MOU JOUN LINCOLN 
[EARNED ABOUT MORTGAGE 
REDEMPTION INSURANCE 
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NY MONDAY MORNING MESSAGE W 
TAUGHT ME MOST OF WHAT I KNOW 
ABOUT MORTGAGE REDEMPTION INSURANCE 
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FIRST I RECEIVED A MONDAY 
MORNING MESSAGE ON OPPORTUNITIES 
AND MARKET FOR M.R. AND A SALES KIT. 








THEN CAME A COMPLETE COURSE 
ON MORTGAGE REDEMPTION 
PROSPECTING / 


















AS PLANS DEVELOPED ~ I RECEIVED 
ACTUAL MORTGAGE REDEMPTION TALKS 
THAT PRODUCED BUSINESS. 





LATER I RECEIVED HELP ON TOUGH 
CASES —A COMPLETE REVIEW OF PROVED 
M.R. PLAN CLOSES /// 






































THROUGH THE MONDAY MORNING MESSAGE 

IT KEEP ABREAST OF THE LATEST 

SALES DEVELOPMENTS. 
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“First Lady” 








SIS HOFFMAN 


First lady of Union Central Life in 
1939 and the company’s leading pro- 
ducer, man or woman, Sis Hoffman of 
the J. C. Benson home office agency, 
did what few women have done by pay- 
ing for $1,055,000 last year, her second 
million dollar year. Mrs. Hoffman took 
the lead at the beginning of the year 
and held it until the end. She has at- 
tended six of the nine $500,000 club con- 
ventions of the company and every 
meeting of the $250,000 club. Joining 
Union Central in 1925 after being asso- 
ciated with the telephone company at 
Cincinnati, Mrs. Hoffman made her first 
$500,000 year in 1930. In 1934 she paid 
for $1,007,635. Her record this year is 
particularly outstanding, however, be- 
cause of the greatly reduced credit given 
for annuities and the vastly greater life 
insurance production. 

Mrs. Hoffman is probably the first of 
her sex to hold the distinction of lead- 
ing producer for a major company. She 
is one of the company’s colorful per- 
sonalities and possessor of a charm and 
grace which are as widely known among 
Union Central fieldmen as her accom- 
plishments on the firing line. 








Home Purchase Plan Helps 
Agents Sell Insurance 


LOS ANGELES—The Kellogg Van 
Winkle general agency of the Equitable 
Society for the final three months of 
1939 has ‘been handling the Equitable 
home purchase plan, which involves 
lending funds on owner occupied homes 
protected by ordinary life or -higher 
forms of insurance. 

These loans carry competitive inter- 
est and other features. As a result 
$300,000 in loans was submitted by 40 
agents in the period. In a large ma- 
jority of the cases closed it was found 
the plan was of great assistance in start- 
ing carefully selected new agents to 
become _ self-supporting much more 
quickly than otherwise. The average 
commission paid per case was $203. 





Maynard Before Lions Club 


BUFFALO.—A. R. Maynard, man- 
ager of the Lake Erie district of the 
Metropolitan Life and a director of the 
Buffalo Life Managers Association, will 
discuss life insurance from an institu- 
tional viewpoint before a meeting of the 
North Park Lions Club here Jan. 11. 
This is the first talk sponsored by the 
Buffalo Life Managers Association in 
connection with its new publicity pro- 
gram. 





Memphis Agents Win Awards 
MEM PHIS—Of 29 men receiving the 
“Distinguished Sales Award” for 1939, 
given by the Sales Managers Club of 
the Memphis Chamber of Commerce, 


six were life agents: James L. Herman, 
Guardian Life; C. T. McNamee, Metro- 
politan; Charles Moore, Connecticut 
Mutual; L. E. Olds, Jr., Prudential; 
A. B. Smith, Reliance Life, and Waddy 
West, Penn Mutual Life. 





Writ of Prohibition Denied 


The Indiana supreme court has re- 


against Circuit Judge Dan Pyle of South 
Bend, restraining him from assuming 
jurisdiction of an injunction suit brought 
by the Indiana department against the 
American Benevolent Society of South 
Bend, which issues certificates of death 
and disability insurance. 

The department contended it is in fact 
an insurance organization, although not 


| 


lent group formed for mutual benefit on 
a non-profit basis. 





Continue “Northwest News” 
PORTLAND, ORE —Associates of 


Louis Sondheim, late owner-editor of 
“Northwest Insurance News,” will con 
tinue publication. of the monthly along 
the same lines as instituted by the 


fused to issue a 





writ of prohibition 


so qualified under the Indiana law. The 
society’s trustees argue it is a benevo- 





founder. 




















Greater Than Any Social Service 
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Imbued with the traditions of more 
than fifty-five years of distinguished 
service and fortified by daily service 
that has continued uninterruptedly 
during its entire life, THE FRANK- 
LIN, 


states, embarks on a new era of its 


now operating in seventeen 
brilliant career as a public servant. 
Founded by veterans with established 
principles, the business is being carried 
on by young, seasoned insurance men 
who realize that its greatest asset is 
and their 


descendants who are, or have been, 


the thousands of families 


policy holders in this great Middle 


Western institution. 


Phe 


Sprinefield 


55 Years 
of 





Chas. E. Becker, President 


In these days when Social Security 
has taken a most important place in the 
life of the nation, a nationally known 
organization of this character assumes 
large and imposing proportions. The 
Franklin is known to the institution of 
Life Insurance as one of the greatest 
of the old, conservative Mid-West com- 
panies. It has made steady and con- 
structive progress throughout its fifty- 
five years of existence and its present 
management plans a program of ex- 
pansion that will materially broaden 
the Company’s fields of activity and 
service. 


- + Tllinois 


Oldest Life Company Originally Chartered and Continuously Operating under Illinois Laws. 


More Than $175,000,000 Insurance in Force 
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Group Coverages i in 
1939 Make Big Gain 


President Parkinson of 
Equitable Reports Compa- 
nies Have $15,100,000,000 


extraordinary gain in insurance 
for American workers was 
made in 1939, T. I. Parkinson, presi- 
dent Equite able Society, reported in an- 
nouncing the annual group honor roll 
and record breaking group production 
figures during the last year. 

Group insurance in force in all com- 
panies writing this form reached a new 
all time high record of $15,100,000,000. 
Mr. Parkinson reported, the increase f 
1939 being $1,500,000,000. Ten million 
employes are covered by group insur 
ance in 25,000 business houses. Equi’ 
ble Society originated group insurance 
in 1911, he pointed out. 


An 
security 


Other Group Coverages Gain 


Peak figures were reported in other 
forms of group protection, including 
group accident and health, hospitaliza- 
tion with surgical benefits, accidental 
death and dismemberment insurance, 
and group annuities which are designed 
to protect employes against financial loss 
through accident and sickness and to 
alleviate old age dependency. 

New group business in the Equitable 
Society, including all forms, last year 
amounted to $356,444,000, exceeding the 
previous record total in 1938 by more 
than $100,000,000. The gain in group 
life was $200,000,000, bringing the total 
to $2,200,000,000. Premium income for 
each of the five other group coverages 
increased over 1938, which was the best 
previous year, and the aggregate gain 
of more than $4,000,000 premium 
brought the total to $49,241,000. 

“The record in group protection in 
1939,” Mr. Parkinson said, “indicates 
both a growing appreciation by employ- 
ers and employes of the value of thé 
low cost benefits provided, and the gen- 
eral improvement in business condi- 
tions. While the volume of the various 
group coverages held up well even dur- 
ing the worst of the depression years, 
in some instances showing appreciable 
gains, the remarkable increase in 1939 is 
an index of improved conditions on . 
broad industrial front. 


Reliable Business Index 


“The reliability of group insurance as 
a business barometer was ever more 
apparent than in the last quarter of the 
year. The upward surge of business was 
reflected in two important ways, by the 
addition of many thousands of new and 
retired employes to the payrolls of 
companies providing group protection 
and by the action of hundreds of com- 
panies in providing one or more forms 
of employ e insurance for the first time. 

“Many of these companies had con- 
sidered group protection previously, but 
had awaited conditions more favorable 
to their business. At the same time there 
was a noticeable disposition on the part 
of employers having group plans to pro- 
vide additional coverages or to increase 
amounts of existing insurance.” 


Equitable Reports Increases 


He said in the Equitable there was a 
notable increase in business written in 
the last quarter, more than 500 applica- 
tions for various group coverages being 
received, a number exceeding the total 
received in any six months period in 
previous years. In numerous instances 
group life insurance was made effective 
in the Christmas season, the employers 
adopting the plan and paying the entire 
premiums as a present to employes. 

Increases in group _ hospitalization 
with surgical benefits were particularly 
outstanding, Mr. Parkinson said. The 
expansion of this coverage last year to 
protect dependents of employes will 
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Confined to Bed, but 
Keeps Up His Production 





An automobile accident early in De- 


cember, in which his car was demol- 
ished, four ribs 
broken and _ other 
injuries received 
that confined him 
to his bed, wasn’t 
enough to keep 


Samuel Kiefer from 
staying on the 
App-a-Week Club 
and procuring a 
fine volume of new 





business for De- 

cember. He is 

agent of the In- Samuel Kiefer 
dianapolis Life at 

Gridley, Ill. The first week he had an 
extension telephone put in his room 


where he is still confined. While tele- 
phoning was a bit strenuous, Mr. Kiefer 
did it—and the applications kept coming 
in, Three men who live in three differ- 
ent cities and own _ businesses’ were 
prospects for business insurance. He 
called all three, had them go to his 
home, and during Christmas week alone 
he sent in $15,000 on these three. He 
is emphatic in his praise as to the value 
of the App-a-Week Club. 


“Editor & Publisher” Prints 
Article by H. J. Johnson 


“Editor and Publisher,” one of the 
important trade papers in the newspaper 
field, published an article in its Dec. 29 
edition by Holgar J. Johnson, president 
of the Institute of Life Insurance. He 
discusses various aspects of public rela- 
tions as it relates to life insurance. He 
states that the Institute will constantly 
be searching for new ways of serving 
the public, informing the companies as 
to the public’s desires and informing the 
people that their desires are being 
served. Newspaper advertising will play 
an important part in this activity, he 
said. Another function will be to col- 
lect facts about the business that will 
become a source of accurate information 
for editors, writers and the public. 


L.LS.R.B.-A.L.A.O. Meeting Dates 


The directors of the Sales Research 
Bureau at a meeting in New York 
selected as the dates for the 1940 annual 
meeting of the Research Bureau and 
Agency Officers Association, Oct. 29-31. 
The meeting will be held at the Edge- 
water Beach Hotel in Chicago. 


Report Michigan Experience 
LANSING, MICH.— The Michigan 
insurance department reports $94,989,640 
life premiums paid in 1938 in Michigan. 
The total premium (all classes) tax in- 
come amounted to $3,677,259 while 
revenue from fees totaled $270,577, 
bringing total revenues to the state close 
to the $4,000,000 mark. The depart- 
ment’s expenses are under $80,000. 








benefit the families as well as the work- 
ers. Group annuities also showed con- 
siderable activity. 


Analysis of Coverages 


The new group life 
$102,200,000 accident and health $32,- 
276,000, hospitalization $125,348,000, 
accidental death and dismemberment 
$957,500,000, group annuities $87,045,000, 
the total being $356,444,000. The volume 
of group insurance in the United States 
and Canada is given as follows: 


amounted to 


1912...$ 13,172,198 1926...$5,628,294,457 
ik 31,202,014 1927... 6,669,066,590 
1914... 65,050,018 1928... 8,311,665,826 
1925... 99,924,726 1929... 9,600,233,601 
1916... 154,926,766 1930...10,485,113,514 
1917. 351,573,133 1931...10,609,285,815 
1918 642,877,376 1932... 9,683,403,985 
fb ae 165,761,280 1933... 9,444.510,450 
1920... 1,687,096,445 1934...10,182,725,023 
1921 1 649/966,587 1935...11,085,230,039 
1922... 1,885,479,689 1936...12,122,706,678 
et ae 2510, 935,492 1937...13,647,425,093 
1924... 3,250,638,241 1938...13,551,540,433 
1925... 4,416,822,143 1939 

(est.) .15,100,000,000 





New Handbook Out, 
Covering California, 
Arizona and Nevada 


The Underwriters Hand-Book of Cal- 
ifornia, including Arizona and Nevada, 
which came from the press of THE 
NATIONAL UNDERWRITER this week, is a 
real tribute to the insurance fraternity 
on the coast, as it clearly shows the 
tremendous size and scope of the busi- 
ness which has been developed locally. 
Totalling 1,064 pages, it is larger than 
any of the other 30 state hand-books 
which the publishers prepare by nearly 
200 pages. 

The compilers of this mammoth new 
book report that 113,789 agents’ brokers 
and solicitors’ licenses were secured from 
the California insurance department. 
There were 91,455 fire and casualty 
agents’ licenses, 14,759 life agents’, 4,822 
brokers’ and 2,753 solicitors’. The 198 
local town, county, state and company 
organizations which are listed in this 
book give some indication of the rami- 
fications of the business on the coast. 

The “Agency Department” is ar- 
ranged to show each agent and agency 
in these states, with his address, com- 
panies represented, members of the firm, 
date established, other business trans- 
acted, if any, and other valuable data. 
While the agent’s name and company 
representation is available from the 
records of the insurance department, 
the other extra data must be secured 
by personal calls and by mail. This 
agency information is arranged alpha- 
betically by towns and with each town 
data is also given its population, classi- 
fication as to fire protection, list of field 
men with headquarters there and the 
local insurance organizations. 


Brokers’ Organizations Shown 


The new book is arranged for the 
convenience of the user and many new 
and interesting features appear. The 
agent and broker members of the In- 
surance Exchange of Los Angeles are 
indicated as are the members of the two 
San Francisco brokers organizations, 
the Insurance Brokers Exchange and 
the Society of Insurance Brokers. Be- 
cause of local situations these listings 
are especially valuable. For those who 
are interested in the Los Angeles area 
the book is arranged with all the Los 
Angeles county towns in one section, so 
that the user has this information in one 


place instead of having to thumb 
through the book for information he 
wants. 


While the principal section of the 
hand-book is the Agency Department 
there are many other features which 
make this a complete and usable refer- 
ence book. For example, there is the 
“Company Department” in which are 
listed all the companies licensed to 
operate in these states, with full data 
as to their addresses, officers, financial 
statements, organization dates, states in 
which they operate, Pacific Coast de- 
partments and lists of field men, general 
agents and managers. This data is fur- 
ther cross-indexed in separate alpha- 
betical lists of the fire field men showing 
name, companies represented, office ad- 
dress and office and home telephone 
numbers. Casualty and life general 
agents and managers’ names are also 
cross-indexed in alphabetical lists. 


Statistical Information Given 


The “Statistical” section gives for 
these three states the fire companies 
premiums and losses, the casualty com- 
panies premiums and losses classified by 
lines written and the life companies in- 
surance paid for and in force for several 
years. Totals are also given for each 
of these classes of business. 

The other sections of this book con- 
tain brief resumes of the insurance laws 
of the three states, a showing of the 
special lines written by the fire and cas- 
ualty companies, lists of adjusters, 
miscellaneous insurance interests and 
the national and local insurance orga- 
nizations. All branches of the business 





McCahan Heads the 
College Teachers 


Chicago Is Likely to Be 
Selected as Place of 
1940 Meeting 


David McCahan, University of 
is the new president of 
American Association of University 
Teachers of Insurance. While Prof. 
Robert Riegel, University of Buffalo, 
was nominated for a second term as 


Prof. 
Pennsylvania, 





DAVID McCAHAN 


president, as has been customary in the 
association, he preferred not to be re- 
elected. Dr. McCahan as vice-president 
then automatically became president and 
the executive committee will elect a vice- 
president, as provided by the constitu- 
tion in such cases. C. A. Kline, Uni- 
versity of Pennsylvania, was elected sec- 
retary-treasurer. 


May Meet in Chicago 


Ordinarily the annual meeting is held 
during the week between Christmas and 
New Year’s at the same place as the 
American Statistical Association annual 
convention. The statistical association 
has selected Chicago as the place and 
Dec. 26-29 as the dates for its 1940 meet- 
ing. Hence it is likely the teachers will 
also hold forth there. 


“Underwriters Review” New Setup 


The “Underwriters Review’ of Des 
Moines is changing its setup. The mag- 
azine issued the first of the month will 
be greatly enlarged and will be devoted 
to sales articles and news items. The 
mid-month issue will be a news letter, 
devoted entirely to news items. 








are covered—fire, casualty and _ life, 
stock, mutual and reciprocal. 

Earlier this year THE NATIONAL 
UNDERWRITER acquired the rights to 


publish the hand-books for the Pacific 
Coast from the “Underwriters’ Report’ 
of San Francisco, which originated 
these books in 1908, and this is the first 
edition of the book for California, 
Arizona and Nevada. The Rocky 
Mountain Hand-Book was issued in 
September and contained the data on 
Colorado, Idaho, Montana, New Mexico, 
Utah and Wyoming insurance-wise. 
The publishers plan to prepare both of 
these books annually in the future so 
as to give up-to-date service to the 
Pacific Coast and Mountain field. Copies 
of these new books may be secured at 
the publisher’s San Francisco office at 
544 Market street, San Francisco, or by 
writing to the publication office at 420 
East Fourth street, ‘Cincinnati. 


“Why I Bought Life Insurance,” by 
C. T. Davies, 8 copies $1. Order from 
National Underwriter. 


January 5, 1940 
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PROMOTION FOR MOVING PICTURE 




















NEW YORK—tThe Institute of Life 
Insurance announces that promotion 
materials are available to all agents in 
connection with the 1940 eg Fy ac- 
tivity of the film “Yours Truly, Ed Gra- 
ham.” The larger pamphlet in the pic- 
ture outlines booking procedure and 
tells how to obtain prints. The smaller 
pamphlet contains synopsis of the story, 
testimonials from clubs and schools and 








Clarify Seeman 
Statement on 
Compensation 


C. J. Zimmerman of Chicago, general 
agent Connecticut Mutual Life and 
president National Association of Life 
Underwriters, desires some clarification 
made as to the statement that appeared 
in THe NATIONAL UNDERWRITER covering 
his greetings brought to the Association 
of Life Insurance Presidents annual 
convention when it stated that Mr. Zim- 
merman declared that “there would be 
objection to a salary compensation 
plan.” Mr. Zimmerman digressed from 
his prepared address and referred to the 
committee that originiated with the As- 
sociation of Life Agency Officers to ex- 
plore fully the subject of agency com- 
pensation 

Mr. Zimmerman says that he did 
make a statement that agents did not 
feel that a salary plan was the answer 
to the problem, but that he personally 
does favor a salary for a limited pe- | 
riod of from three to five years for new 
men starting in the business until such | 
time as first year and service commis- 
sions had been built up so that income | 
would be leveled out and the salary 
would be no longer needed. In com- 
menting further he said that even the 
man who did an unusually good job of 
production in his first year or two in 
the business, nevertheless did not re- 
ceive sufficient cash commission to pay 
his way and that he had, therefore, to 
be subsidized either through his own re- 
sources or through those of a general 
agent. President M. A. Linton of the 
Provident Mutual Life is chairman of 
the committee that is to study the sub- 
ject of agency compensation theroughly. 
Mr. Zimmerman is a member of the 
committee. 








Before you sell a man educational in- 
surance so his son can get a B.A. or B.S. 
degree, be sure he has A-B-C insurance 
so his wife can take care of the son dur- | 
ing pre-college years. | 





other material. It is designed for per- 
sonal review with club and school offi- 
cials contacted for showings or can be 
mailed to them. The materials will be 
supplied on request by the National As- 
sociation of Life Underwriters or com- 
panies that are members of the Insti- 
tute of Life Insurance, which is sponsor 
of the film. The picture is being seen by 
thousands throughout the country. 


er Ss Charen 


on Agricultural 


LANSING, MICH.—S. A. Lambert, 
Bay City, former president of the Agri- 
cultural Life of Detroit, now in a de- 
partmental custodianship, has filed with 
the Ingham county circuit court a peti- 
tion to intervene in the proceedings af- 
fecting the company. The petition al- 
leges waste and dissipation of assets. 


Death of B. B. Brady 


The company was placed in custodian- 
ship some time before the death of B. 
B. Brady, who had gained control of it 
through stock ownership by a holding 
company. He was placed under a fed- 
eral indictment at Cleveland in connec- 
tion with his promotional activities and 
securities operations and that fact ex- 
pedited action by the Michigan depart- 
ment to place the company under a pro- 
tective conservatorship which has since 
been maintained. Mr. Lambert, prior 
to the department’s action, had assailed 
the new management which had forced 
him out of the company, in communica- 
tions to stockholders and policyholders. 


| His current suit is based on his status 


as a stockholder and policyholder in the 
company. 


Charges by Lambert 


Mr. Lambert states in his petition that 
he has policies in force aggregating 
$30,000 in protection and has an invest- 
ment of some $25,000 in 233 shares of 
the company’s stock. The petition al- 
leges that since the company was placed 
in custodianship under three special 
deputies of the insurance commissioner, 
including S. D. Tilney, being paid $500 
monthly, and L. G. Christmas, being 
paid $250 monthly, overhead expenses 
have been “unreasonably and exorbit- 
antly higher than in the previous experi- 
ence of the company.” It is further as- 
serted that lapses during the 19 months 
custodianship period have brought the 
insurance in force from some $9,000,000 
down to less than $7,000,000. 

The court has fixed Jan. 8 as the date 
for hearing on the petition. 





Dean Mayers of C. C.N. Y. 
Takes Provocative Stand 


Dean Lewis Mayers of the City Col- 
lege of New York’s school of commerce 
stirred up considerable newspaper pub- 
licity by his suggestion that life insur- 
ance be made a government monopoly 
since there is no hope of effective con- 
trol by policyholders. While newspaper 
stories gave the impression that Dean 
Mayers’ address before the American 
Business Law Association in Philadel- 
phia was mainly a build-up for his gov- 
ernment monopoly proposal, he said, 
when questioned later, that it was merely 
an offhand suggestion and not offered 
as a serious proposal and was purely 
incidental to his talk on mutual cor- 
porations as exemplified by mutual life 
companies, savings banks and building 
and loan societies. 

Dean Mayers’ suggestion was an ar- 
rangement under which the federal gov- 





ernment would take over most .of the 
companies’ functions except the invest- 
ment of funds. He was critical of “self- 
perpetuating” groups, declaring that the 
officers have a mutual company under 
their control and that even the directors 
have little real power. 





Richard Y. Rowe, who was vice-pres- 
ident, secretary, superintendent of agen- 
cies and advertising manager of Ameri- 
can Bankers of Jacksonville, Ill., has 
announced his candidacy for secretary 
of state on the Republican ticket in IIli- 
nois. He is a member of the Republican 
state committee. Mr. Rowe does not 
appear as an officer of American Bank- 
ers Life, which is in process of organi- 
zation and is submitting a bid to the 
receiver for taking over the business of 
American Bankers. His brother, C. Y. 
Rowe, is president of the new company. 





“Why I Bought Life Insurance,” b) 
C. T. Davies, 8 copies $1. Order from 
National Underwriter. 





and disability. 


E. P. Greenwood 
President 





lenge to carry on! 





Prepare for Action! 


A war-like phrase, but Life Insurance 
has always been militantly arrayed 


against the financial invasions of death 


Strengthened by their Company's 
thirty years of notable service, and 
equipped with every form of Participat- 
ing and Non-Participating Protection, 
Great Southerners welcome the New 


Year and confidently accept the chal- 


May 1940 be your year too. 


1940 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


Home Office 
Houston, Texas 
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Action of Companies on 
Dividends, Interest Rates 


The following summary of dividend 
schedule decisions might give the im- 
pression that only a small percentage 
of the 1939 dividend scales will be 
changed for 1940. However, an analysis 
of the 25 largest companies reveals that 
only eight have announced such action, 
four are making revisions, two are ex- 


Name of Company Action 





pected to announce changes in a few 
days, eight do not begin the dividend 
year until later, and the remaining three 
are non- participating. Thus the group 
which has 75 percent of the total in- 
surance in force are making dividend 
changes. Another table will be published 
when more announcements are made. 
Non-with- With- Dividends 
drawable drawable at 
Funds Funds _ Interest 
Percent Percent Percent 


DRE ii once sinks sieresisw sare eee guaranteed rate 3.0 
American Citizens ..........No change 3.5 
AMmiGrican TiOMe qs... 250525 No change guaranteed rate 3.5 
Baltimore TALS 5..c00scncsess Decrease = Be Se 
Bankers National ..........No change 3.5 guar. 3.5 
Bankers, IA........e++-2++--NO Change 3.75 3.75 3.75 
Boston Mutual «20:22 000000 Ord. dept. no change; 
Increase in industrial 3. 3.5 

California-Western ..... .No change Danan rate 4.0 
Central, Kan. ........++-s0+: No change |. 3.5 3.5 3.5 
Columbus Mutual .......... Approx. 10% inc., some dec. pa os 3.5 
Confederation ...........-- No change first 6 mos. 4.0 4.0 4.0 
Connecticut General ........ No change 3.5 3.5 $3.5 
Connecticut Mutual......... Decrease in short term en- 








dowments; 


increase in ord. 


life; 30 pay life; paid-up . 
B at. x goir aaa up at 70 ‘ 3.5 : 3.5 ne 
RIS, BE. Wiis e555 400010.05 revised scale cee o0. ode 
Expressmens Buthel 2.0%. — — Sf 2? He 
Feaerm), Til......> SE No change oO Ss es 
Fidelity SS Ee ae ea No change 3.5 3.5 3.5 _ 
Fidelity Union ............- to ——° 4.0 +r = 
GIPRPE GED o5csn bo-s:0' es vcs No change 9.9 0 9-9 
G > ns x No change 3.5 3.5 3.5 
PERL GREIOE., DOKsc:00 0086006 A 4 > 
[SRDRE ERED 505.6555 s0se0es a “oeene 3.5 3.5 ne 
Great Northwest ........... NO change 3.5 o” 3.8 
Great rr No change _ o:0 tg ee 
PARBAOMNHBRE =. cc ee No change first 6 mos. ' 3.5 3.5 3.5 
No change; post mortem div. 
RD sh i a oie eS payable after 1/1/40 3.5 tT... 3.5 
Home Friendly ...........- No change ee oe ane 
Se ES | ae oe ae ree .. Adjusted downward 3.5 so 3.5 
EESDBTERN. SOOT. 6.6: occu» sce No change first 6 mos. 3.5 3.5 3.5 
Jefferson Standard ......... ge rica no change .- tee oe 
JOON MODOC 4 occ cies seen s No change ue ig parce eae 
Kentucky Home Mutual....No change 3.65 3.65 3.65 
ee ee +e ieee 4 3d 3.5 - 
OS SS ES ees se No change Fees ft... 4. 
Loyal Protective............ No change 4.0 4.0 4.0 
Manhattan Mutual.......... No change 3.5 | 3.5 4.07 
MGNUERCtUTOFS .....6.0:<.0:0:6:80:06-0 i see a 3.75 3.79 
Se Rae No change 3. 3.5 4.0 
Minn. a bikwhiem aw aeteule No change 3.75 3% 3.75 
Monarch, Can. .Contd. until further notice 3.5 3.5 4.0 
Monarch, Mass. _No change 3.5 3.5 3.5 
Mutual Benefit Reduction 3.5 3.5 3.25 
Se Co eee No change | | 0 3.5 4.0 
Bratans BOW... co cicec cack. Approx. 12% increase 3.0 3.0 3.0 
Mutual Trust...........22: Tentatively no change oom eee os 
ea gine except paid-up 
NATION OI WES 0-600 sinedeee _ life reduced 3.5 3.5 3.5 
National Masonic........... No change 3.5 3.5 3.5 
New England Mutual....... a —. 9-0 3'5 46° 
Oe Ee Se Ay > eee id sie rs f 
No. Carolina Mutual...! 2.7! eb ee ae 2.5 14 
NOMEN, MOON gisic:sss6n'sase melee sn 8.5 3.5 3.5 
Northwestern Mutual....... No change except ist year | __ 
div. on single prem. pol. 3.75 3.5 3.5 
Ohio National ...ccsces No AO (tentative until 
ee a 7 3.5 3.5 3.75 
Policyholders National......N0 change 3.5 3.5 3.5 
Presbyterian Min........... No change Aas Benes 4-3 
Provident Mutual........... = coeare 4 3.65 3.65 3.5 
eee HS SiS he 3.5 3.5 3.5 
security Mut., Neb.......... No change 3.5 3.5 (a) 
BOEWIOR A chishnseecaceeanebe No change 3-3.5 3-3.5 3.5 
Shenandoah ................ Minor changes 3.5 3.5 4.0 
CY ar ee tae | No change 3.5 3.5 3.5 
MEO TE 6 osha rackiiosense No change on old policies; 
new schedule on new is- 
. sues 4.5 4.0 3.5 
ie ee, = No change 3.5 3.0 3.0 
SR MN a5 050066 he oan core No change 3.5 3.5 . 
Teachers I. & A.............NO change guaranteed rate : 
PO PUNED 6 .5.0:6 6-6 sv 40-00 ak Approximate 8% increase * as . 
Union Central No change guaranteed rate 3-3.5 
Union MBDOE snc cccc. cee No change guaranteed rate nk 
WARLORY, TOD, 0is.6.04:6.6.0:0s sie en No change 3.5 3.5 3.5 
Western, | ee No change 4.0 4.0 4.0 
= este PR MRCBRT VG, 5 seiwec cea No change 4.5 4.5 4.5 
SCONGIN DAEO v6.5 00s wivccinced Yo change - 


* a 
On certificates of deposit guaranteeing 1.5%, interest “pete is 3% if payable 


annually; 


rate is 3.3% if payable annually; 3.2% 


2.85% if payable other than annually; 
if payable 


where 3% is guaranteed, interest 
other than annually. Policy 


proceeds under other options receive 3. 3%. 


+3% on issues prior to 3/1/39; 


tIncome settlements 4% 


2.5% on 7? eee issues. 
4 deposit funds 3.5% 
(a) On dividend accumulations prior to 1/1/40, 3.5%; 


subsequently, 3%. 








Program Announced 
for Minnesota Rally 


ST. PAUL—The program for the 
sales congress of the Minnesota State 
Association of Life Underwriters was 
virtually completed this week with ac- 
ceptances received from three of the 
four men invited to speak. 

The congress will be held Jan. 25 at 
the St. Paul Hotel. Two succesful life 
men and two important business men 
will do the speaking at the all day ses- 
sion. 

John Morrell, Chicago, who in 1938 
led the Equitable Society in production, 
will be one of the speakers. A. H. Mot- 
ley, executive assistant to the president 





of the Crowell-Collier Publishing Co., 
and Prof. J. O. Christianson, superin- 
tendent of the school of agriculture, Uni- 
versity of Minnesota, are the other two 
who already have accepted. 


Vary the Daily Program 

Although there is much to be said for 
the agent who operates on a planned 
schedule and formulates his daily pro- 
gram systematically, variation  fre- 
quently helps to rescue routine tasks 
from monotony. The discovery of some 
new idea may also result whereby some 
channel of stagnant energy can be un- 
leashed. 

There is no path no matter how sim- 
ple it may be, into which the elements 


Former President of 
National Life U.S.A. 
Died This Week 








Funeral services for Robert D. Lay 
of Chicago, former president National 
Life, U.S.A., were held in the Grace- 
land cemetery chapel in that city Tues- 
day afternoon. He died Monday night 
in Passavant Hospital at the age of 64. 





ROBERT D. LAY 


Mr. Lay was a Chicago native, being 
born Sept. 30, 1875. He graduated from 
Michigan Military Academy in 1894, and 
then started as a junior clerk in the 
head office of the Knickerbocker Ice 
Company. He later became assistant 
credit manager. Four years later he 
became manager for E. A. Shedd & Co., 
the Chicago real estate firm. 

He was introduced to A. M. Johnson, 
who had purchased the National Life, 
U.S.A., and was its president. Mr. 
Johnson saw in Mr. Lay a young man 
of promise. 


Started Up the Ladder 


He, therefore, became associated with 
the company in 1902 as assistant to the 
treasurer. Mr. Lay demonstrated real 
aptitude for executive work. He worked 
himself through various positions in the 
office, being elected secretary, serving 
14 years, becoming vice-president in 
1920, and was chosen president in 1926, 
when Mr. Johnson became chairman of 
the board. Mr. Lay in many ways was 
the operating head of the company. He 
served as vice-president and secretary 
of the 29 South LaSalle Building Cor- 
poration, which was the home office 
building of the National Life, U.S.A. 
Following the failure of the National 
Life, U.S.A., he gave his time to the 
Hydrox Company, being vice-president 
and secretary. He was president of the 
Chicago Athletic Club in 1937-38, and 
had been a member of the board since 
1932. He is survived by his wife, Mrs. 
Fidele Broughton Lay. 


of variety cannot be introduced. Per- 
sons who complain of the monotony of 
living are only advertising the limita- 
tions of their own thinking. 

A well know industrialist when a 
small boy had the job of carrying in 
fire wood to fill the wood box by the 
kitchen stove. He was often reminded 
of the monotony of his required chore. 
He liked variety. He was blessed with 
a constructive imagination, which en- 
abled him to find variety in the simplest 
kind of job. He says he used to vary 
the task by different ways of piling the 
wood. Sometimes it would be in neat 
horizontal layers, sometimes on end; 
sometiines the sticks would be matched 
as to size and length. 











Great Rinssiean 
Holds Convention 


The convention of the Great American 
Life of San Antonio was held in the 
home office city. About 125 attended the 
luncheon at which W. L. Dugger, vice- 
president and director of agencies, pre- 
sented Mrs. Carolyn Becker, mother of 
President Charles E. Becker. He then 
introduced the various company repre- 
sentatives. K. Riggs of Amarillo, 
Tex., was named as having contract 
No. 1. 

Paul Becker, director of public rela- 
tions, said each man who remains a 
member of the Consistency Club and 
produces his quota will receive a certifi- 
cate signed by the president. He also 
announced the $50,000 Club, member- 
ship to be based on consecutive weekly 
production. 

Mr. Becker said a chart has been de- 
veloped which will enable each agent to 
check himself week by week as to pro- 
duction and as to the persistency rate 
of his business. He announced that next 
month will be Dugger month in honor 
of W. L. Dugger, whose birthday comes 
in January. 


Bartz Gives Presentation Plan 


I. H. Bartz of Brenham spoke on the 
presentation plan which he uses. He 
stressed the importance of the first few 
minutes of an interview and suggested 
that a good question to arouse the in- 
terest of a prospect is what he expects 
his insurance to do for his family. He 
listed the needs for which life insur- 
ance is intended, including the cleanup 
fund, continued income and educational 
fund. As an answer to the man who 
says he can’t own more life insurance, 
he suggested the question whether it 
would be easier for him to do with a 
little less, or the wife and children to 
do without a reasonable income. 

A dinner dance for company repre- 


sentatives and company officials was 
given. Dinner speakers were: Maury 
Maverick, San Antonio mayor; R. L. 


Bobbitt of the Texas highway commis- 


sion; Sylvan Lang, counsel for the 
Great American Life. and Herman 
Ochs, chairman of the board of a local 


department store. Mr. Ochs paid a trib- 
ute to the selling of life insurance, em- 
phasizing that it is a service rather than 
merchandise. He said the term sales- 
man is a misnomer for the insurance 
man because life insurance service is too 
valuable to be measured in dollars and 
cents. 

President Becker concluded with a 
tribute to the work of his associates in 
the home office. W. L. Dugger was 
toastmaster. 

M. D. Dugger, Jr., Houston, Tex., 
the winner of the Guatemalan cruise, 
chief award for the leading producer in 
October and November, paid tribute to 
his policyholders as the source of the 
business which made him the leader. 
About 45 agents attended the Sugar 
Bowl football game at New Orleans as 
the guests of the company. 


J. L. Briggs Assigns Duties 


DALLAS—John L. Briggs, assistant 
secretary Southland Life, as president 
of the Institute of Home Office Under- 
writers, anticipating an executive com- 
mittee meeting early in 1940, announces 
the assignment of responsibilities of 
members of the executive committee as 
follows: W. E. Jones, annual meeting 
arrangements; Ralph W. Beeson, ordi- 
nary case clinic; Clyde L. Groover, in- 
dustrial formal papers; Walter B. Lehm- 
kuhl, ordinary round table; R. V. South- 
worth, Jr., industrial membership; John 
R. Ward, general formal papers; N. 
Terrell Weav er, industrial case clinic. 

fr. Briggs announces that the printed 
proceedings of the 1939 annual meeting 
have been sent to members and that ad- 
ditional copies are available to both 
members and non-members from Dave 
B. Alport, Business Men’s Assurance, 
Kansas City. 
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How Easily Dispensable Is Middleman! 





George Malcolm-Smith, who writes 
an essay in the Travelers “Protection” 
each week under the heading, “The 
Tower Telescope,” has been turning out 
some superior work. He always has 
an interesting point or moral, but he 
writes with a light touch and he is al- 
ways most readable. This week he says 
in a somewhat new way something that 
has been said in various other ways re- 
cently—the value of the middleman in 
insurance and in business in general. 

“Save money on _ your. insurance. 
Eliminate the agent and your insurance 
will cost you less. Why pay an agent’s 
commissions when you can arrange your 
insurance program yourself?’ Mr. Mal- 
colm-Smith writes. 


Quite an Argument 


“There’s a lot in that argument. 
There’s a lot more, indeed, than its ex- 
ponents perceive. There’s enough in it 
to disrupt the whole competitive basis 
on which American business is con- 
ducted, to destroy the American system 
of private enterprise and, in the last 
analysis, to undermine the American de- 
mocracy. 

“For, if that sort of reasoning is ac- 
cepted by the public in regard to one 
line of business, it should be acceptable 
as applied to all forms of commercial 
enterprise. Why limit its application to 





insurance? Why not be consistent? Let’s 
get rid not only of the insurance agent, 
but also of the retail merchant, the trav- 
eling salesman and the whole kit-and- 
kaboodle of middlemen, entrepreneurs, 
‘non-producers.’ Why not: 


Why Pay a Plumber? 


ae 


Be your own plumber. Why pay a 
plumber when you can learn to wipe a 
joint yourself after ninety or a hundred 
attempts? Get yourself a plumber-kit. 
The neighbors will be delighted to let 
you practice on their bathroom pipes.’ 

““Be your own lawyer. If you’re fool- 
ish enough to go to law, you probably 
haven’t a case, anyhow. Why pay a 
lawyer to lose your suit when you can 
do it just as neatly yourself?’ 

“*Be your own doctor. Make your 
own diagnoses and save money. What’s 
the difference whether you’re suffering 
from cirrhosis of the liver or angina 
pectoris? You're suffering, aren’t you? 
And anyway, you've got to die some 
time.’ 

““Be your own undertaker. You can 
buy a textbook in any second-hand 
bookstall on lower Fourth Avenue and 
embalm your deceased friends and rela- 
tives. What if you do make a few mis- 
takes at first? The deceased will never 
know the difference.’ ”’ 





GIVES 20 HELPFUL RESOLUTIONS 





The Peoples Life of Frankfort, Ind., 
gives 20 resolutions for general agents. 

1. To free my mind from useless 
worry. Anxiety and fear over my 
health, my progress and my organiza- 
tion keep me from doing my best. 
will free my mind by always anticipat- 
ing the best. 

2. To build a plan for agency growth 
and having built it, to follow it con- 
sistently month by month and allow 
nothing to throw me off my track. 

3. To distinguish between main ob- 
jectives and side issues. The more defi- 
nitely I establish my main objectives the 
easier it will be to refuse to be side- 
tracked. More than ever, I must “stop 
watch” my activity. 

4. To blame myself if unforeseen 
things go wrong, and not say, “Life isn’t 
fair to me.” Who ever said that we had 
any right to expect life to be fair to us? 
It is what we do, not what life does, 
that counts. 

5. To make more intensive use of fun- 
damental production stimulators: App-a- 
week, reporting, ten-a-month, daily 
work schedules, monthly individual con- 
ferences, club membership, definite quo- 
tas, and personal stimulation. 

6. To divide my time more carefulfy 
between old and new organization. I 
must plan under schedule to work con- 
sistently with old organization and in 
securing new organization. 

7. To give my men more sales help. 
I must remember that I am first of all 
a sales manager. Do I bring my men 
useable sales ideas? 

8. To follow through on any plan I 
start. Have I been guilty of the sin of 
Starting too many contests, too many 
programs, too many selling plans and 
then, becoming tired and confused, fail 
to follow through? 

9. To separate my planning from my 
doing. I must treat these two parts of 
my job as entirely separate. First, I 
must plan with all the details as com- 
plete as possible and then I must carry 
out the plan. 

10. To have more courage in dealing 
with my men: Courage to force the older 
agent to do the things that will build 
him up; courage to eliminate the man 
who seems sure to fail. 

11. To look up to my men and not 
down upon them. After all, they are my 
men. I brought them in, trained them, 
supervised them. They are what they 
are largely as a result of my leadership. 

12. To be quick to praise, slow to 





blame. I am dealing with human beings 
and not with machines. They look to 
me for inspiration, leadership, motiva- 
tion. 

13. To study my business in the same 
way I urge my men to study their busi- 
ness. I must be as eager to know what 
is good and bad in agency building as I 
am that my men know what is good and 
bad in selling. 

14. To remember that example is the 
first essential in leadership. Am I actu- 
ally the kind of a life insurance man I 
desire my men to become? 

15. To remember that it is the man in 
the agent and not the agent in the man 
that counts. If I gear my activity to 
the developing of men, production will 
follow. 

16. To try at all times to give my men 
a proper environment for success. Have 
I built the kind of an agency in which 
it is easy for a man to succeed? 

17. To standardize detail work so that 
my time can be free for more produc- 
tive effort. Have I allowed myself to 
become a glorified cashier or office man- 
ager? 

18. To maintain at all times an opti- 
mistic enthusiastic attitude. If I grow 
discouraged, have spells or moods, won- 
der what the job is all about, how can 
I expect my men to maintain the right 
mental attitude? 

19. To cultivate the positive qualities 
that make for leadership: Vitality, cor- 
diality, sincerity, ability to make deci- 
sions, real interest in others, fundamen- 
tal soundness of thinking, a real philos- 
ophy of life. 

20. To allow myself never to forget 
that an agency is but a reflection of the 
manager. Growth, vision, energy, plan- 
ning, a spirit of ambition, alertness: All 
these factors must start at the top of 
the agency. 


Society Relieved of Loss 
by Breach of Warranty 


Breach of warranty by the applicant 
in failing to disclose previous rejec- 
tions for life insurance resulted in a 
decision by the South Carolina supreme 
court that the Woodmen of the World 
was not liable to pay claims arising from 
the assured’s death six months after is- 
sue of the policy as the result of injuries 
in an automobile accident. The society 
denied liability on the ground that Po- 
latty, the certificate owner, denied in his 








application he had been rejected for 
insurance applied for in other compa- 
nies prior thereto but the beneficiaries 
claimed that any false warranties were 
waived by virtue of the knowledge of 
the agent who obtained the application. 

North Carolina law provides that sub- 
ordinate officers and members of fra- 
ternal societies have no authority to 
waive any provisions of the society’s 
laws. Polatty had been rejected by 
eight other insurance companies be- 
tween 1930 and 1936. 

The lower courts rendered judgment 
in favor of the beneficiary. The su- 
preme court held that to establish waiver 
the evidence must show the agent was 
instrumental in execution of the applica- 
tion and knew of its falsity, and that 
his acts were within the scope of his 
agency. However, the courts held the 
record did not show the agent had any 
connection with acceptance of applica- 
tion, issuance of contracts by the so- 
ciety or their continuance in force. It 
was held that the burden of proof was 
on the beneficiaries to show by greater 
weight of evidence the agent was acting 
within the scope of his agency, and that 
failure to show this was fatal to the 
beneficiary. Lower court judgment was 
affirmed. 

The decision was briefed by Richard 
F. Allen, general counsel Standard Life 


Our New 





and secretary-treasurer law section Na- 
tional Fraternal Congress. 


Cleveland General Agents Elect 

The Cleveland Life Insurance Execu- 
tives Club has elected David M. Cowan, 
Sun Life of Canada, president. Claude 
Carr, Canada Life, is vice-president, and 
W. Allen Beam, State Mutual Life, sec- 
retary-treasurer. 








A visitor in a certain agency room 
pointed to three unoccupied desks— 
desks with the tops rolled down, look- 
ing as if never used, the chairs for them 
pushed in under as far as possible. 

“You could have more space in this 
room if you removed those desks,” he 
said—‘or perhaps you’re planning to get 
new men and use them.” 

The general agent smiled, and said, 
“Come on over here.” He led the way 
down the long room and pointed to a 
bulletin board which gave the names of 
his agents and their records. “Those 
desks,” he said, “are assigned to the 
three men whose names are at the top 
there. We have to keep the desks for 
them—like to do so—because once in 
a while they may want to use them to 
write a letter or fill out papers. They 
don’t look as though they are used 
much, I'll admit, and they’re not.” 
Successful field men are not desk men. 


ARROW of GOLD POLICY 


Provides— 


l—Low cost protection at less than 
term rates. 


2—Selection of any renewal period 
(not less than five). 


3—Renewal privileges any number of 
times until age 60. 


4—Final renewal to age 70 (selection 
period ends at age 60). 


9—Conversion privileges any time un- 


til age 70. 


A liberal, flexible, low cost contract. Extraordinary 
first year commissions and renewals. 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 


Write: Karl B. Korrady, Vice President 


Exceptional General Agency contracts in the states of Illinois, 
Iowa, Indiana, Ohio, Missouri and Kansas 
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Open Agitation for Federal Control 


DiscLosurE that members of the federal 
monopoly committee have been informally 
considering steps toward federal regulation 
of life insurance indicates that life inur- 
ance men were not just seeing bears under 
the bed when they predicted such a move 
early in the life insurance hearings. While 
no names are coupled with the story it 
seems inconceivable that the information 
hadn’t the sanction of the TNEC’s chair- 
man, Senator O’MaHoNEy of WyoMING, 
for he has for some time been agitating for 
“national charters for national business.” 

Furthermore, unlike the Dies committee, 
the TNEC has been pulling together quite 
well. The lone dissenter on many points 
in connection with the life insurance in- 
quiry has been Senator Kine of Utan and 
the views expressed in this latest trial 
balloon are certainly not his. There is no 
one on the TNEC who would take it upon 
himself to speak for the committee along 
the lines indicated by the WasHINGTON 
dispatches without O’MaAnoNeEy’s consent. 
Any member sincerely interested in further- 
ing the objectives outlined would be coop- 
erating with O’MAHOoNEY and not trying to 
work independently of him. Consequently 
it may safely be assumed that O’MAHONEY 
is the one behind the recent revelations. 
The TNEC’s chairman has had a week in 
which to deny the reports if they were 
erroneous but no denial has come from him. 

Just who is with O’Manoney on this 
question is difficult to say. The TNEC is 
composed of three Senators, three Repre- 
sentatives, and six members representing 
departments of the federal government. He 
should have no trouble lining up the latter. 
But from the angle of getting any legisla- 
tion passed, the congressional members of 
the committee are vastly more important. 
Senator Borau collaborated with O’Ma- 


Paul vs. Virginia a 


THE VENERABLE Paul vs. Virginia deci- 
sion of the United States Supreme Court 
that insurance is not commerce and hence 
not subject to Congress’s authority over 
interstate commerce looks frail indeed now 
that death has removed conservative As- 
sociate Justice Pierce Butter from the 
supreme bench. T. W. ARNOLD, assistant 
United States Attorney-General. has been 
quoted as saying of the Paul vs. Virginia 
decision that “we can get that changed any 
time we want to.” 

Those who might have disputed such a 
statement before the death of Justice But- 
LER would find their much weaker 
Whoever is selected, the new jus- 


case 
now. 


HONEY on a federal licensing bill some 
time back. Senator Kino’s views as he 
has expressed them do not jibe with any 
further encroachment of federal control. 
The three members of the house of repre- 
sentatives have expressed no opinions 
which throw much light on their probable 
attitude toward extending federal supervi- 
sion to life insurance. 

Thus, it appears quite likely that the re- 
port from WASHINGTON is solely a per- 
sonal trial balloon of Senator O’ MAHONEY 
with, of course, the support of the New 
Deal. 

One important effect of the disclosure 
that federal supervision is being seriously 
considered by the TNEC is to blast any 
remnants of the quaint notion that the 
SEcuRITIES & EXCHANGE COMMISSION has 
been engaged in an “objective study” of the 
insurance business in the process of digging 
up material for the TNEC. The SEC has 
denied that it was pointing its investigation 
toward the attainment of any particular 
objective. It has ridiculed the idea that it 
has gone into its investigation with pre- 
conceived notions. It now becomes abund- 
antly clear that the main objective has been 
to pave the way for federal supervision. 
Far from being an objective survey, the 
SEC’s work has been distorted to fit this 
aim. 

In this connection it is interesting to 
remember that when the SEC brought 
in the assistant actuary of the SocraL SE- 
curITY Boarp to testify on the feasibility 
and cost of a nationwide $250 burial in- 
surance plan it was denied that this was 
anything more than a measuring stick for 
costs of industrial insurance and that there 
was no thought whatever of putting the 
federal government into the insurance busi- 
ness by actually promoting such a plan. 


Frailer Barrier 


tice is certain to be a New Dealer. With 
the filling of the vacancy, President 
ROOSEVELT will be able to do all he aimed 
for in his ill-fated congressional battle for 
the remodeling of the courts. 

Since the law is what the UNITED 
STaTes Supreme Court says it is, the 
opinion accompanying the court’s decision 
that insurance is commerce may be filled 
with flaws in reasoning but once the de- 
cision is made it will remain as long as 
the court continues its New Deal com- 
plexion and probably even after. 

Moves for federal control of insurance 
have undoubtedly been made with the ul- 
timate intention of getting the Paul vs. 





Virginia decision swept out of the way 
by a friendly SupREME Court. 

With the changing make-up of the Su- 
PREME Court, the Paul vs. Virginia de- 
cision has become a progressively weaker 
barrier against federal control. From now 
on obviously not the slightest reliance can 


be placed on it. It is probably just as well 


that the decision should be regarded as 
completely worthless rather than as a pos- 
sible source of aid. Lately it has tended 
to be over-estimated and hence a possible 
source of false confidence. Insurance men 
will await with keen interest forthcom- 
ing events that may have a bearing on 
this point. 








PERSONAL SIDE OF THE BUSINESS 





The engagement of Miss Elizabeth F. 
Fischer, daughter of Mr. and Mrs, Ches- 
ter O. Fischer, to Ernest Alfred John- 
son, son of Mr. and Mrs. Ernest Alfred 
Johnson of Andover, Mass., was an- 
nounced at a tea given in her honor by 
her aunt, Mrs. Fred M. Faber, and her 
sister, Miss Catherine M. Fischer, at the 
home of Mrs. Faber in Peoria, Ill. Miss 
Fischer attended Smith College for two 
years and is this year taking her junior 
work at Northwestern University. Her 
father is vice-president of Massachusetts 
Mutual Life. Mr. Johnson was gradu- 
ated last year from Amherst College and 
is now taking graduate work in foreign 
languages at the University of Chicago. 

W. R. McClure, manager ordinary de- 
partment Life of Virginia in Indianapo- 
lis, has been elected vice-president of the 
Salescrafters Club. 

T. M. Riehle, general agent in New 
York for Equitable Society, and a past 
president of the National Association of 
Life Underwriters, has been elected a 
trustee of Lenox Hill Hospital in New 
York. 

John W. DeForest, Buffalo general 
agent Aetna Life, addressed the Cornell 
Club there. 

Rollo Hays, Jr., of Hays & Broad- 
street, Los Angeles general agency New 
England Mutual Life, is bound eastward 
to attend the general agents association 
convention of his company, starting next 
week. After that meeting he will join 
his brother, W. Eugene Hays of the 
home office agency department, and his 
father, Rollo Hays, Sr., and a sister who 
is attending school in New England, in 
a family reunion at the home of W. 
Eugene Hays before returning to Los 
Angeles. 

Mr. and Mrs. John A. Risk of Fargo, 
N. D., observed their 56th wedding anni- 
versary there. Mr. Risk has been with 
the North American Life since 1910, and 
has resided in Fargo since 1919. 

Walter Stoessel, Jr, son of W. J. 
Stoessel, general agent National Life of 
Vermont, Los Angeles, who is a junior 
at Stanford University, is studying this 
year at the School of Diplomacy at Lau- 
sanne, Switzerland, and is writing a 
series of feature articles on his impres- 
sions of the European scene for the 
“Stanford Daily” and the Beverly Hills 
“Citizen.” 

H. E. Belden, associate general agent 
Union Central Life, Los Angeles, be- 
sides being a noted tarpon angler in the 
Gulf of Mexico, is an expert in design- 
ing and making beautiful furniture and 
other articles from wood. One of his 
latest creations is fully described and 
illustrated, with his own “by-line,” in 
the last edition of “Popular Mechanics.” 

Detroit’s Negro life insurance execu- 
tives are playing a prominent part in 
plans for the Negro Progress Exposi- 








tion to be held in Detroit in May. 
Charles Mahoney, president; Moses L. 
Walker, treasurer, and Louis C. Blount, 
secretary of the Great Lakes Mutual 
Life, are members of the committee in 
charge. 

Alwyn A. Roberts, assistant district 
manager at Gainesville, Fla., for the 
Peninsular Life, is anxiously waiting for 
Grantland Rice’s movie feature, ‘“Sport- 
light,” to appear. The life-saving trick of 
Mr. Roberts’ 12-year-old son, Eric, and 
his dog, “Bozo,” came to the attention 
of Mr. Rice and he screened it for his 
feature. 

H. H. Huddleston, supervisor of the 
northern zone for Provident Life & Ac- 
cident, has recovered from an operation 
and is able to leave the Cleveland Clinic. 

Earl J. Hood of the Toledo, O., office 
of the Travelers has averaged a policy a 
day for eight years. Mr. Hood in 1939 
qualified for the Accident Producers 
Club for the eighth consecutive year, 
and also for the Life & Accident Appli- 
cation Club. 


DEATHS 


Arthur R. Curtis, supervisor of the 
Continental Assurance in the Insurance 
Exchange branch, Chicago, died at 
Hines Hospital-where he had gone sev- 
eral weeks ago for observation and to 
prepare for an operation. He began to 
lose weight rapidly not long ago. It 
was found he had a cancer of the lungs, 
but the surgeons thought they could 
extend his life by operating. He died 
before they could do so. The branch 
dedicated December to him and _ pro- 
duced $500,000 in his honor. A military 
funeral was held at What Cheer, Ia., 
where he had been commander of the 
American Legion post. A number from 
the branch attended. 

Eldred A. Reeder, who died the other 
day at Columbus, O., at the age of 80, 
was the first treasurer of Columbus 
Mutual Life and he served as one of its 
directors and on the executive commit- 
tee for several years. 


Mrs. Emile Bienvenu of New Orleans, 
wife of the chief examiner of the Louisi- 
ana insurance department, died last 
week at the age of 51. Mr. Bienvenu 
was unable to attend the meeting of the 
National Association of Insurance Com- 
missioners at Edgewater Park, Miss., 
owing to his wife’s critical condition. 
He is head of an accounting service in 
New Orleans. Mrs. Bienvenu was 
Democratic National Committeewoman 
for Louisiana, serving since 1932 when 
Senator Huey Long was _ Louisiana 
leader. She was prominent in New Or- 
leans social circles. 


W. C. Mage, 72, father of John R. 
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Mage, one of the leading producers of 
the W. K. Murphy agency of the North- 
western Mutual Life in Los Angeles, and 
himself a veteran agent of the company, 
died at his home there. A native of IIli- 
nois, he was a graduate of Knox Col- 
lege, in Illinois, and he signed his first 
contract with the Northwestern Mutual 
in 1899 at Kewanee, III. 

H. B. Hetrick, 73, for a number of 
years southwest Iowa manager of the 
Bankers Life of Nebraska, with which 
company he had been connected for 36 
years, died at his Omaha home. 

James A. Wattie, who many years ago 
organized the China Mutual Life at 
Shanghai, later absorbed by the Sun 
Life of Canada, died at his home in 
Victoria, B. C., following a long illness. 
Born in Quebec in 1866, Mr. Wattie 
joined Sun Life and went to China 
shortly before the turn of the century 
as its Shanghai agent. 

O. E. Houchins, district supervisor 
for Business Men’s’ Assurance at 
Charleston, W. Va., died after a lengthy 
illness. He had been with B. M. A. 
for seven years and had been district 
supervisor since 1935. 

Joseph A. Martin, 59, Memphis agent 
New York Life, died from pneumonia. 
Mr. Martin formerly was with Travelers 
and Pacific Mutual. 

George T. Wood, 76, who had been in 
life insurance work in Columbus, O., 40 
vears, died there. He had been with the 
Prudential, Metropolitan Life and West- 
ern & Southern. 


COMPANY MEN 











Fowler to Union Central 
Home Office as Supervisor 


Theodore L. Fowler, Philadelphia as- 
sistant manager, has been named dis- 
trict supervisor at the Union Central 
Life’s home office. Specific agencies will 
be turned over to him for supervision at 
a future date. 

Mr. Fowler joined the Union Central 
in 1936 as assistant manager in Boston. 
He has held the same position in Phila- 
delphia for two and a half years. Be- 
sides being a C. L. U., Mr. Fowler is 
now one of the 67 who hold the C. L. U. 
management certificate. He is a mem- 
ber of the life insurance and trust offic- 
ers committee of the Philadelphia Asso- 
ciation and chairman of the educational 
committee of the Philadelphia C. L. U. 
chapter. 

Mr. Fowler was born in Farmington, 
Me., in 1903, and graduated from Bow: 
doin University in 1924. He was in the 
oil business until 1931 when he went into 
the securities division of the National 
City Company of Boston. In 1933 he 
entered tife insurance and established an 
enviable personal rroduction record. 





McCorkle Assistant Actuary 


H. R. A. McCorkle has been elected 
assistant actuary of the Occidental Life 
of Los Angeles. He has been a member 
of its home office staff since 1930, serv- 
ing successively as chief clerk of the 
actuarial department and mathematician. 
He is a native of Texas but obtained 
his M. A. degree at the University of 
Michigan. 





Lewis Heads Advisory Board 
DALLAS—C. A. Lewis, Houston, 


was elected chairman of the agency ad- 
visory board of the United Fidelity Life 
of Dallas at the annual meeting. He 
succeeds George B. Bagby, Clarendon. 
T. J. Murphy, Fort Worth, was elected 
vice-chairman and Earle J. Sparks, 
Amarillo, succeeded Mr. Lewis as sec- 
retary-treasurer. = 

D. Easley Waggoner, vice-president 
and general manager, discussed the pur- 
poses and advantages of the advisory 
board and Lowery Coffman, Tvler, gave 
some personal experiences. William H. 
Painter, secretary United Fidelity, spoke 
on service agents can render to policy- 
holders and Mr. Bagby was the leader 
at a round table discussion. At a lunch- 





eon meeting Mr. Waggoner showed col- 
ored motion pictures taken during his 
recent tour of Europe. : 


Van Wart Promoted by Sun Life 


V. B. Van Wart has been named as- 
sistant treasurer of the Sun Life of 
Canada. He has been with the Sun Life 
since 1923, when he entered the invest- 
ment department. In 1929 he was ap- 
pointed chief clerk, and in 1936 he be- 
came . supervisor of the investment 
department. 


CHICAGO 


New Mutual Life Manager 
Is Welcomed to Chicago 


A rousing welcome was given Gifford 
T. Vermillion, new manager in Chicago 
for the Mutual Life of New York, by 
160 agents when he was introduced by 
Walter F. Shaw, assistant manager of 
agencies from the home office, at a 

















GIFFORD T. VERMILLION 


special agency meeting Monday. Samuel 
Heifetz, John R. Hastie and C. L. Coy- 
ner, Chicago managers, and W. G. 
Warren, manager Chicago clearing 
house, spoke, stating they were happy 
to have Mr, Vermillion as an associate. 
C. H. Anderson and Nathan H. Weiss 
welcomed Mr. Vermillion on behalf of 
the agents. 

In introducing Mr. Vermillion, Mr. 
Shaw cited his outstanding past record 
and told of his leadership and ability. 
Mr. Vermillion, who has been manager 
at Milwaukee for 14 years, has estab- 
lished a splendid production record in 
his 23 years with the Mutual Life. In 
reply to Mr. Shaw, Mr. Vermillion 
pledged his cooperation to do everything 
possible to make the agency “one big 
happy Mutual Life family.” 

“Vermillion’s Million a Month” will 
be the agency’s aim. Plans are being 
made for an intensive educational pro- 
gram at the agency’s meetings on Mon- 
day mornings. Programming will be 
stressed at the first session and later 
new ideas on taxation, corporation insur- 
ance and methods for increasing pro- 
duction will be covered by Mr. Ver- 
million. 





HOWARD GETS ILLINOIS BANKERS 


Thomas W. Howard, who operates 
the Ideal Insurance Agency, 222 West 
Adams street, Chicago, and is especially 
well known in the accident and health 
field, has been appointed general agent 
of the life department of the Illinois 
Bankers Life. 





To make sales, you must give your 
prospects reasons—compelling reasons— 
for buying, and then a chance to buy. If 
you neglect either phase of your job you 
are doomed to disappointment. 





DEPENDABLE PERFORMANCE 





Complete Mutuality 
In Action 


A principle which Connecticut Mu- 
tual has followed religiously through 
the years has been that of making all 
new developments retroactive when- 
ever possible. 


New benefits as developed and 
made retroactive have been of incal- 
culable value to old policyholders. 
Such concrete evidence of Connecti- 
cut Mutual mutuality has built solid 
good will and public confidence—an 
asset of tremendous value to the Con- 
necticut Mutual life underwriter. 


Examples of benefits made retroac- 
tive as they were developed include: 
grace without interest; reinstatement; 
settlement options; extended _insur- 
ance; change of plan; removal of re- 
strictions on residence, travel and 
additional 
agreement; policy loans; privilege of 


occupation; indemnity 
paying premiums in installments; and 
the family income agreement. 


Most recent benefit made retroac- 
tive was the liberalization of the addi- 
tional indemnity agreement to protect 
fare-paying passengers using the 
scheduled passenger air service. 


(ONNECTICUT 
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LIFE SALES MEETINGS 





Lincoln National 
Holds Billionaire 
Convention Jan. 8-12 


Approximately 500 agents, home office 
officials, wives, and guests, will attend 
the Billionaire convention of the Lincoln 
National Life at Miami, Fla., Jan. 8-12 

Special plans have been made to cele- 
brate the attainment of a billion dollars 





ARTHUR F,. HALL 


of insurance in force, and to honor the 
founder and present head of the com- 
pany, Arthur F, Hall. Mr. Hall was the 
active head of the company at its found- 
ing in 1905, and 35 years later he is still 
the chief executive and chairman of the 
board of directors. 

The convention starts Jan. 8 with for- 
mal meetings opening Jan. 9 with A. L. 
Dern, vice-president and director of 
agencies, presiding. Mr. Dern will de- 
liver the opening address. President A. 
J. McAndless will talk on “Our Rela- 
tionships.” A feature of the first morn- 
ing’s session will be an informal discus- 
sion, “Reminiscing Along the Road to 
the Billion,” by Mr. Hall. The afternoon ! 
will be devoted to sight-seeing and other 
entertainment. 


Round Table Discussions 


On Jan. 10 a general session will later 
be divided into “3 round table discus- 
sion groups. C. F. Cross, second vice- 
president and oe of agencies, will 
preside. The schedule for the first 
round table sessions includes: ‘Where 
and how I find prospects today,” led by 
C. F. Hanson of Houston; “How I pre- 





sent insurance programs and _ actually 
sell insurance to meet those programs,” 
L. G. Rupert, Kansas Citv; and “How I 
present the need for partnership and 
stock purchase insurance and sell insur- 
ance to cover that need,” H. C. Law- 
rence, Newark. 

The second round table discussions 
will cover: ‘How I secure prospects for 
and actually sell mortgage redemption 
insurance,” led by J. W. Hackett, Jack- 
son, Mich.; “How I get interviews and 
arouse interest,’ G. E. Bennett, Cleve- 
land; “How I meet today’s lg 
and close business,” R. E. Murphy, Sac- 
ramento, Cal.: “How I present insurance 
programs and actually sell insurance to 
meet those programs,” John D. Marsh 
of Washington, D. C. 

Each agent will have the opportunity 
to attend one discussion group each ses- 
sion. 

Wednesday afternoon will be devoted 
to recreation, including a special trip, the 
opening day of the season, to Hialeah 
Park. 

No business sessions are planned for 
Jan. 11. In the afternoon a water carni- 





val will be held at the Miami Biltmore 
hotel. The convention banquet is in the 
evening at which time outstanding rec- 
ords of field men and club men will be 
formally recognized by Vice-president 
Dern. 

The final business session will be held 
Friday morning, with Mr. Dern presid- 
ing. Charles J. Zimmerman, Chicago, 
president National Association of Life 
Underwriters, will speak. The conven- 
tion proper will close at noon Friday 
with a short farewell talk by Mr. Dern. 
That evening members of the top pro- 
duction club, “The President Club,” will 
leave on the S. S. Florida for Havana. 
President Club members will return to 
Miami from Havana on Jan. 15. 

Home office men who will attend the 
meeting in addition to those mentioned 
include: A. J. McAndless, president; R. 
R. Baird, vice-president and _ general 
counsel; Dr. W. E. Thornton, second 
— -president and medical director; W. 
B. Hall, second vice-president; S. C. 
Katecll secretary and actuary; J. P. Car- 
roll, F! W. Gale, and A. H. Hammond, 
superintendents of agencies; J. J. Kling- 
enberger, agency secretary; W. T. Plog- 
sterth, director of field service; and F. L. 
Fisher, advertising manager. 





Pacitic National 
Plans Two Day 
Production Meet 


Plans for the annual convention of the 
production clubs and agency managers 
of the Pacific National Life in Salt Lake 
City, Jan. 12-13, have been completed. 
In addition to the business sessions, ‘a 





CARL R. MARCUSEN 


reception and dinner dance will be held 
the first evening. A feature of the gath- 
ering will be the analysis of 1939 results 
and plans for 1940 to be presented by 
President Carl R. Marcusen. The com- 
plete program follows: 


Jan. 12, 9:30 a. m. 


“1939 Results and 1940 Plans,” Carl R. 
Marcusen, president. 

“How the medical department and the 
agent can cooperate to mutual advant- 
age,’ Dr. W. T. Ward, medical director. 

‘Increased agency income through re- 
newals. What promotes high percent- 
age record,” N. lL. Morris, secretary- 
treasurer in charge of conservation. 


“Questions most frequently asked, 
their answers,’ Ray H. Peterson, office 
manager. 


“My duties and responsibilities and 
how agency can and does cooperate,” E. 


| H. Gamette, agency auditor. 


Luncheon in charge of A. M. Jacobs, 
general agent, Provo, Utah. 
Jan. 12, 2 p. m. 

Chairman, Mr. Morris. 


Greetings, Frank Mozley, president 





Salt Lake Life Underwriters association, 
and A. E. Buckwell, president Utah Life 
Managers association. 

Address, Commissioner Neslen of Utah. 

“Discovering needs and fitting life in- 
surance,” A. W. Conover, president In- 
surance Sales Corporation, Salt Lake, 
general agents. 

“Though you are a messenger of peace, 
you will need the courage of a soldier,” 
Kenneth W. Cring, general agent, Ogden, 
Utah. 


Jan. 13, 9 a. m. 


Chairman, Ray H. Peterson. 

“The accumulation contract,” Bert E. 
Corporon, general agent, southern Cali- 
fornia, Long Beach. 

“The G. P. R. contract,” Hugh Tuttle, 
Insurance Sales Corp., Salt Lake City. 

“Retirement income,” H. G. Spencer, 
Nevada general agent, Carson City. 

“Mortgage lifting contracts,” Reuben 
Anderson, general agent, Pine Bluffs, 
Wyo. 

“Motivation,” W. E. Hibbard, Oregon 
general agent, Portland. 

“Sensible time control,” R. W. Evans, 
Montana general agent, Butte. 

“What an extra $5,000 will do,” Othello 
Hickman, general agent, Logan, Utah. 

“Package selling,” C. Gale Baker, 
Baker general agency, Burley, Ida. 

“The life credit report. How secured. 
What it discloses,” W. P. Jerrell, mana- 
ger Retail Credit Company, Salt Lake 
City. 

“AS a Woman Sees It,” Kathryn C. 
— Baker General Agency, Burley, 
da. 

Luncheon in charge of Ford E. Dunton, 
Washington general agent and_ state 
manager, Spokane. 


Jan, 13, 2 p. m. 


“Agency Building,” J. Milton Olsen, 
Ww yoming general agent, Cheyenne. 

“Some sales devices that have worked 
for me,” W. A. Crowder, manager Bank- 
ers Life of Iowa, Salt Lake City. 

Round table, Gene Hickman, general 
agent, Salt Lake City. Participants: J. 
W. Nixon, G. G. Ripley, G. F. Hickman. 

Awards presented by President Mar- 
ecusen. 


—_—~ 


New England Mutual Men to 
Meet at Boston Jan. 8 


General agents of New England Mu- 
tual will gather at Boston Jan. 8 for 
the five-day annual convention of their 


General Agents Association. 

Guy D. Randolph, Cincinnati, is 
president; vice-presidents are E. B. 
Thurman, Chicago; Albert W. Moore, 
Philadelphia, and Rollo Hays, Jr., Los 
Angeles, and secretary-treasurer, Frank 
M. See, St. Louis. 


A number of home office officials will 
be on the program, headed by President 


G. W. Smith, who will talk on the 
company. The annual dinner will be 
held the last night, with E. B. Thurman 


as toastiiaster. 


Yates Agency's Annual Meeting 


The John W. Yates agency of the 
Massachusetts Mutual Life held its 
annual agency meeting in Los Angeles, 
attended by all the Los Angeles agency 
force and district managers from San 
Diego, Santa Ana, Santa Barbara, Santa 
Marie, Pasadena and Ontario. 

C. P. Fiske spoke on “Where Are 
You Going in 19402” Mr. Yates opened 
the meeting and later summarized its 
principal points. Other speakers were 
District Manager Worth Babbit, Santa 
Ana; C. F. Edwards, assistant general 
agent: James Smith, Jr., John Curtis, 
and R. L. Woods, assistant general 
agent. 

The agency closed the year with a 
gain of 26 percent in paid for and re- 
ported business, led all the company’s 
88 agencies in increase of business in 
force, and was second only to the New 
boa City agency in new business paid 
or. 


Fidelity Union Holds Convention 


MINERAL WELLS, TEX.—The 
Fidelity Union Life held a two-day 
agency convention here. Speakers, in 
addition to members of the agency 
force, included R. L. Thomas, Fidelity 
Union Life, president Dallas 





tion of Life Underwriters; Burke Baker, 
Houston, president Seaboard Life; 
Horace Russel Smith, Houston man- 
ager Jefferson Standard Life, and Lynn 
Landrum, Dallas “Morning News” 
columnist. 





Monarch Life Parleys 


Officials of Monarch Life spent two 
weeks in December attending meetings 
of general agents in Michigan City, Ind., 
and Springfield, Mass. Nineteen gen- 
eral agents were present at Springfield 
and 12 in Michigan City. At Michigan 
City, the company conducts instruction 
courses in selling throughout the year. 


E. H. Manning, agency manager 
Bankers Life of Iowa, Appleton, Wis., 
conducted an agency meeting for 50 
agents from 23 counties. C. W. Tom- 
linson, Madison, Wis., manager, assisted 
in conducting the sessions. 


C. LU. 


Los Angeles C. L. U. Chapter 
Reviews “Plans for 1940” 


The Los Angeles C. L. U. chapter 
closed the old year with a program on 
“My Plans for 1940.” 

T. G. Murrell, general agent Mutual 
Benefit Life, said the life insurance man 
must concentrate on reaching the high- 
est market, must avoid wastage of pros- 
pects and must battle the attacks on 
private enterprise resulting in reduced 
economic freedom. ‘He then said the 
plan for 1940 must hold prospecting first, 
then planning the work, for one cannot 
get along without planning. 

Frank Nathan, New York Life, speak- 
ing from the producer’s standpoint, told 
of keeping a record of his work for the 
past three months, with 313 hours in 
the field, 609 calls, 118 contacts and 67 
interviews, which added 84 new pros- 
pects to his files and 59 birth date 
changes. He told of his plan to sched- 
ule each day’s work the night before. 

Howard Neal, Occidental Life, said 
his objective for the year is happy and 
successful living. He said the life insur- 
ance man to have this must plan for 
maintenance of income, must know how 
much income to expect, must know the 
amount of effort to be expended to get 
that income, must know the money 
value of each new prospect and must 
exercise real activity. He said that his 
1940 program calls for 1,440 field calls, 
1,200 contacts, and 600 prospects. Out 
of this he plans to get 400 qualifying 
interviews, 200 alternative closing inter- 
views and 100 sales. His day, planned 
the night before, demands eight calls, 
six contacts, two qualifying interviews, 
two closing interviews, two service calls, 
and acquiring two new prospects. It 
also calls for hiring the things done that 
can be done for less than he can do 
them, and above all else, he intends to 
keep his records complete and no “china 
eggs” in his prongest 3 files. 











Hear Talk on Tnstitute 


The San Francisco C. L. U. chapter 
and the San Francisco General Agents 
& Managers Association are holding a 
joint luncheon Jan. 9 to hear Norman 
Strouse of the J. Walter Thompson 
advertising agency explain how’ local 
men can capitalize on the activities of 
the newly organized Institute of Life 
Insurance. 


Raymund Daniel, executive secretary 
Industrial Insurers Conference, Atlanta, 
has been appointed chairman of the 


insurance group of the Georgia commit- 


tee for the celebration of President 
Roosevelt’s birthday in the campaign 
against infantile paralysis. H. T. Dobbs. 


Industrial Life, is campaign executive 
director. 


Fred Ruhl, manager Metropolitan 
Life, Ashtabula, O., has been transferred 


Associz- 1 to Dayton in a similar capacity. 
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NEWS OF THE COMPANIES 





Kilgour Heads North 


American of Canada 


TORONTO.—D. E. Kilgour, gen- 
eral manager, has been elected presi- 
dent of the North American Life of 
Canada to succeed the late Thomas 
Bradshaw. Frank A. Rolph has been 
named chairman of the board. Mr. 
Rolph, who is chairman of the board of 
the Imperial Bank of Canada and pres- 
ident of Rolph Clark Stone of Toronto, 
has been vice-president of the North 
American Life since 1933. 

C. L. Burton, president of Robert 
Simpson Company, and A. J. Mitchell, 
president of A. J. Mitchell & Co., were 
elected vice-presidents. 

Mr. Kilgour will continue as general 
manager and W. M. Anderson has been 
elected assistant general manager. 

Mr. Kilgour joined the North Ameri- 
can in 1900, after graduating from the 
University of Toronto with scholarship 
honors in mathematics. In 1907 he was 
named actuary and in 1928 he was made 
general manager. 

Mr. Anderson joined the company in 
1926 as a junior clerk and was elected 
supervisor of field service in 1928. 





Dedicates 1940 to Selling 
Family Income Forms 


On the 10th anniversary of announce- 
ment by Continental American Life of 
the family income policies which were 
originated by the late President Philip 
Burnet, that company is sending out to 
its agents a most complete family in- 
come portfolio. W. M. Rothaermel, 
vice-president, in an accompanying let- 
ter to the field force comments that the 
public acceptance of family income was 





so great that within a year after its in- 
troduction, more than 100 life compa- 
nies were issuing this protection in one 
form or another, and now practically 
all do so. 

Continental American is dedicating 
1940 to the family income policy. The 
portfolio was prepared to serve as a 
presentation and to help organize the 
work of prospecting for this form. 

The portfolio reproduces President 
Burnet’s original announcement of 10 
years ago. It points out that an entire 
estate plan can be derived from this one 
policy, providing immediate cash for 
final expenses and cash needs, a read- 
justment income for temporary period, 
a family income every month during the 
critical period when the family must be 
maintained and education continued, and 
then a final payment of the face amount 
of the policy which can be placed under 
the settlement options if desired. 

A number of case histories are given 
to show how the policy has worked in 
actual practice. There is a prospect or- 
ganizer sheet, a suggested pre-approach 
letter, and a pocket contains a variety 
of tools for the agents to use in selling 
this form, including a pamphlet, pres- 
entation sheet and several folders to 
serve as mail stuffers. 


Century Life Takes Over 
Western States Life, Tex. 


DALLAS—The Western States of 
Dallas has been merged with the Cen- 
tury Life of Fort Worth. Formed sev- 
eral months ago with W. L. Rawlings 
as president, the Century was inactive 
until it took over more than $4,000,000 
of ordinary and industrial life insurance 
from the Western States Life, which 
was organized last June. 


Thomas A. Carpenter, vice-president 
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HIS may be your real opportunity—don’t knock. Simply 
"on to the Agency Department of the United Life and 
Accident Insurance Company for the full story about our 
combination contract—life, containing double and triple indem- 
nity, with weekly accident protection, non-cancellable and non- 


United Life and Accident Insurance Company agents increase 
their earnings selling this combination life and new-concellable 


Do you want to increase your earnings? 
OPPORTUNITY KNOCKS—ACT NOW 


Address your letter to: 


William D. Haller, Secretary and Agency Manager 
United Life and Accident Insurance Company 
Concord, New Hampshire 
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and general counsel, and H. H. Morse, 
Fort Worth, a director of the Western 
States, have been elected directors of 
the Century. Layden Stroud, who was 
vice-president and agency director of 
the ordinary department of the Western 
States, has joined the Century in the 
same capacity. Earle E. Bailey, assist- 
ant secretary Western States, becomes 
secretary of the Century. The entire 
industrial department personnel has 
been taken over by the Century. 

The late Fred M. Lege, Jr., who was 
a chief factor in the organization of the 
Western States and was president, died 
shortly after its organization had been 
perfected. Charles W. Windham served 
as executive vice-president. He has not 
announced his future plans. 

Headquarters of the Century Life are 
in the Century Building, Fort Worth. 
It is capitalized for $250,000. 





Texas Reserve Loan Vote Jan. 15 


Plans for transferring the Reserve 
Loan Life of Indianapolis to Dallas, 
through merger of that company with 
the Reserve Loan Life of Texas, will 
be submitted to stockholders of the 
Texas company at a meeting in Dallas 
Jan. 15. Negotiations are under way for 
using the old City National Bank build- 
ing, Main and Murphy streets, Dallas, 
as a home office. 


NEW YORK 


CASHIERS TO MEET JAN. 18 


The Life Agency Cashiers Association 
of New York City will hold its next 
meeting on Jan. 18. 

The “December meeting was an open 
forum and the topic of discussion cen- 
tered around filing systems. Members 
who spoke were R. Townsend, Young 
agency State Mutual; P. J. Spies, Keane 
agency, Massachusetts Mutual; E. A. 
Child, Penn Mutual collection office, and 
P. J. Harwood, Canada Life. 

The group is holding a membership 
drive, in charge of John May, Jr., Fidel- 
ity Mutual, and has extended an invita- 
tion to all man cashiers. 














TRAVELERS NEW YORK CHANGES 

H. L. Hill and R. R. Onderdonk have 
been appointed assistant managers in the 
55 John street branch of the Travelers in 
New York City. C. L. Clark, field as- 
sistant, becomes salary allotment super- 
visor; "Ivan Van Bree, assistant district 
group supervisor, and R. A. Mahlstedt, 
Jr., field assistant, is made wholesale 
supervisor. 

The Travelers has also appointed H. H. 
Witten of Akron, O., and Elton R. Bar- 
ber of Cleveland field assistants in the 
Cleveland branch. 


N. Y¥. NOVEMBER SALES 


Sales of ordinary life insurance in 
New York City for November were 
$48,068,000 as against $62,827,000 for 
November 1938. The estimate was made 
by the Sales Research Bureau and re- 
leased through the New York City Life 
Underwriters Association. 








WARNER HEADS MIDTOWN GROUP 


The Midtown Managers Association 
of New York has elected Stuart D. War- 
ner, New England Mutual, as president; 
R. G. Engelsman, Penn Mutual, vice- 
president, and S. S. Wolfson, Berkshire 
Life, secretary. 





PERFECT SCORE ON OPENING DAY 


The Einstein & Salinger agency of 
Mutual Benefit Life in New York on its 
opening day, Jan. 2, reported 37 applica- 
tions for $210,000, with every man in the 
agency turning in at least one applica- 
tion. 





Accident and health sales up 8 per- 
cent. Get on bandwagon. Send $1 for six 


months’ subscription to Accident & 
Health Review, 175 W. Jackson Blvd., 
Chicago. 





Advertisement 





The WALRUS 





Bankerslife President Gerard S. Nollen 
wears the 314 peck sombrero—heady inci- 
dent of recent 7 14 million production honor- 
ing Vice-President Jaeger and himself. 





Bankerslife Secretary B. N. Mills smiles 
his pleasure at a few of the many hundreds 
of greetings ‘‘showered’™” upon him by 
Bankerslife salesmen—and friends through- 
out the life insurance world—on December 
+ Aa 25th Anniversary with Bankers- 
life. 





Latest photograph of Bankerslife new 
Home Office Building, in Des Moines, No. | 
of nation’s outstanding building projects 
according to Engineering News-Record 
Dedication of new building scheduled for 
early Spring. 


BANKERS LIFE 
PEuablisked sw COMPANY 
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NEWS OF LIFE ASSOCIATIONS 





Florida Congress 
at Miami Jan. 12-13 


LAKELAND, FLA.—Earle M. Wil- 
lis, district agent Prudential at Lake- 
land, and president Florida Association 
of Life Underwriters, announces a 
comprehensive program for the annual 
state convention and sales congress at 
Miami, Jan. 12-13. Headquarters will 
be at the Miami-Biltmore Hotel. Presi- 
dent William Revels of the Miami as- 
sociation will join Mayor McGary in 
the welcome, with response by LeRoy 
Johnson, state past president, manager 
Sun Life of Canada, Jacksonville. 

The opening event will be a closed 


session of managers, superintendents, 
general agents and assistants Friday 
morning. C. J. Zimmerman, National 


association president, will answer ques- 
tions. 

The sales congress, starting at 2 p.m. 
Friday, leads off with Howard C. Law- 
rence, Newark, president New Jersey 
Association and a million dollar pro- 
ducer, on “The Public Expects the Life 
Underwriter to Know.” 


Gives Executive Viewpoint 


T. T. Phillips, president Gulf Life, 
follows with “The Executive Viewpoint 
of the Field Men and Their Troubles.” 
President Zimmerman will discuss na- 
tional problems as they affect the agent. 
The business session, with election of 
officers, will follow. An informal recep- 
tion precedes the banquet in the eve- 
ning. 

Saturday, 9 a.m., Commissioner Knott 
will speak. Kenneth C. Ringer, south- 
ern superintendent Metropolitan Life, 
will talk on “Facts vs. Fancy.” 


Will Explain Social Security 


Frank K. Dunn, 
Board, Washington, 
the Life Underwriter Should Know 
About the Social Security Act,” and 
Isadore Samuels, New England Mutual, 
Denver, will follow with “Keep Your 
Lamp Burning.” 

A choice of the races at Hialeah or 
Golf on the famous Biltmore course is 
offered for afternoon entertainment. 

President Willis will preside at all 
sessions. 


Social Security 
will discuss “What 





Honor K. C. Past Presidents 

KANSAS CITY — The Life Under- 
writers Association of Kansas City at 
its annual “good fellowship” meeting 
awarded certificates to all past presi- 
dents now living here. Those honored 
were C. D. Mill, New England Mutual; 
W. B. Henderson, Ira B. Mapes, Charles 
L. Scott, Massachusetts Mutual; OR 
Barbee, Equitable of Iowa; A. Lock, 
A. P. Osborn, Lincoln Notional: Co R: 
Matthews, Sam C. Pearson, Northwest- 
ern Mutual; A. E. Myers, Guardian; 
E. G. Mercer, Lincoln National; H. S. 
Daily, Connecticut Mutual; H. A. 
Hedges, Equitable of Iowa; J. H. 
Mickey, Connecticut Mutual; E. G. 
Mura, New England Mutual; W. E. 
Pendleton, New England Mutual; J. F. 
Trotter, Mutual of New York; W. 
Wiedemann, Sun Life of Canada; D. R. 
Alderman, Kansas City Life, and P. B 
Turner, Home Life. 

John Miller, Columbian National, was 


in charge, with H. E. Kincaid, Mutual 
Benefit, president of the association, 
presiding. 





Presidents Issue Statements 


- State and local life underwriters asso- 
ciation presidents are issuing statements 
through their local newspapers con- 
demning the federal monopoly commit- 
tee’s proposals for federal regulation of 
life instrance. 
The _ splendid 


depression record of 


state supervised life insurance in con- 
trast 


with that of federal supervised 


| of the routine 





banks is cited. The burden to taxpayers 
and the policyholders of dual supervision 
is pointed out. The public is warned that 
the proposed plans may be the enter- 
ing wedge to give the federal govern- 
ment ultimate control, which opens the 
way to hazards that beset concentrated 
power. 


Oklahoma Congress Feb. 2 
OKLAHOMA CITY—tThe program 
for the sales congress of the Oklahoma 
Association of Life Underwriters Feb. 2 
will be built around subjects of vital 
interest to the average agent. Harvey 
S. Kemp is program chairman. Speak- 
ers will include Manuel Camps, Jr., New 
York City, general agent John Hancock 
Mutual; Lynn S. Broaddus, Chicago 
manager Guardian Life; Charles E. 
Seay, Dallas, Tex., big producer of the 
Southland Life, and Paul Speicher, R. & 
R. Service. The program will open with 
a sales clinic for agents who have been 
in the business less than three years, 
directed by C. C. Day, general agent 
Pacific Mutual, and John O. Wilson, 
general agent General American Life. 





Hines Cal. Executive Secretary 


John V. Hines of Oakland, immediate 
past president of the California As- 


| sociation of Life Underwriters, has been 


appointed executive secretary and chair- 
man of the legislative committee. Mr. 
Hines was with Minnesota Mutual. 

He will have assistant executive sec- 
retaries in both northern and southern 
California, and the trio is expected to re- 
lieve the officers and directors of much 
work of the association’s 


| activities. 





St. Paul—Gift and estate taxes and 
their bearing on life insurance were ex- 
plained by George Anderson of the in- 
ternal revenue bureau. 
0.—At the Christmas party a 
was 


Dayton, 
play “Santa and the Insurance Man” 


staged. It was written and directed by 
Miss Mary Miltner of Lincoln National 
Life. 


The association has more than doubled 
its membership in the last six weeks, 
more than 90 new members having been 
secured. Henry S. Stout, general agent 


John Hancock, is president; Charles A. 

Fair, Travelers, vice-president, Paul 

Trump, Midland Mutual, secretary. 
Madison, Wis.—A. J. Nussbaum, Mas- 


sachusetts Mutual, Milwaukee, empha- 
sized that life underwriters today must 


| be specialists in their field and be able 


| to give 








clients expert advice as well as 
competent service. Through the efforts 
of the state and National associations 
cooperating with life companies, most of 
the unqualified life agents gradually 
have been eliminated from the business, 
he said. 

Cleveland—Policyvholders will be _ in- 
vited to attend the next meeting Jan. 19. 
Charles T. Davies of Wyomissing, Pa., 
will speak on “Why I Bought Life In- 
surance.” 

The women’s division will hear Judge 
Marie Wing on Jan. 12 on “New Changes 
in the Social Security Act.” 

Columbus, 0.—C. J. Zimmerman, presi- 
dent National association and general 
agent for the Connecticut Mutual in Chi- 
cago, will speak Jan. 5 on “Life Insur- 
ance in 1940.” 





ere named 
in compliance with the by-laws adopted 
last month, which increased the board 





First Woman President 
in Canada at Windsor 





Miss Florence Robinson, Canada Life, 
has been elected president of the Life 
Underwriters Association of Windsor, 
Ont. 

It is believed by association officials 
that this is the first time a woman has 
been elected president of a life under- 
writers association in Canada. Miss 
Robinson joined the Canada Life in 


June, 1931, and has frequently been a 
production club member. She is a 
ee Aa &) 





from 12 members to 18. They are: Harold 
Baird, Reliance Life; George Huth, Provi- 
dent Mutual; W. N. Hiller, Penn Mutual; 
Brooks Fuller, Prudential; Woolf Guon, 
Metropolitan, and F. J. Budinger, Frank- 
lin Life. 

Drive to achieve its membership goal 
of “1940 members in 1940” at as early a 
date as possible, is announced by W. H. 
Siegmund, Connecticut Mutual, member- 
ship chairman. Co-chairmen are: Wil- 
liam North, New York Life, ordinary 





agencies, and George Huth, Provident 


Mutual, industrial agencies. 

Salina, Kan.—A meeting will be held 
Jan. 6 to outline the year’s program, 
which is to include a membership cam- 
paign and general development of the 
association. Alf Weber is president; Ote 
Geoffroy, secretary, and J. J. Donelan, 
chairman of the program committee. 

Buffalo, N. Y.—Thirty-six applications 
for membership have been approved by 
the board of directors. 








GENERAL AGENCY NEWS 





Wertimer Agency in Buffalo 
Celebrating Its 50th Year 


BUFFALO — The Wertimer agency 
of the Prudential is celebrating its 50th 
anniversary this year. Sidney Wertimer, 
agency manager, is dean of life insur- 
ance executives in Buffalo. 

The late Henry Wertimer, father of 
the present manager, pioneered for the 
Prudential in Buffalo, becoming its first 
ordinary department manager or gen- 
eral agent in 1890. 

In 1915 Sidney Wertimer was taken 
into partnership and the business was 
conducted under the name of Henry 
Wertimer & Son until 1931, when the 
elder Wertimer died and Sidney Werti- 
mer became sole manager. He has 
served as president of the Buffalo Life 
Underwriters Association, Buffalo Life 
Managers Association and the New 
York State Association of Life Under- 
writers. He also has been active in the 
National association and now heads its 
by-laws committee. 

Now a third generation is in training 
to carry on the Wertimer tradition. 
Sidney Wertimer, Jr., a sophomore at 
the University of Pennsylvania, is 
majoring in life insurance and will join 
his father as soon as his college career 
is compieted. 

Many well-known life insurance ex- 
ecutives in Buffalo and elsewhere are 
“graduates” of the Wertimer agency. 


Football Contest Staged by 
Benson Agency, Cincinnati 


CINCINNATI—A_ unique football 
contest recently closed between two 
teams making up the Judd Benson home 
office agency of the Union Central Life, 
Cincinnati, the Union Wildcats, cap- 
tained by C. F. Slavosky, defeating the 
Central Tigers, captained by J. H. Kegg, 
45-31. <A feature of the game was a 
large board, showing a football field in 
perspective, with a movable lighted ball 
to record the plays, a players‘ roster on 
either side, and a scoreboard. 

The period Oct. 20-Nov. 20 was di- 
vided into four quarters. The ball was 
placed on the 50-yard line for the kick- 
off at the beginning of the first and third 
quarters, and after each touchdown or 
field goal had been scored. A _ touch- 
down was counted for the usual six 
points, and if either team scored 10 
points before the other team could score, 
an additional point for a kick after 
touchdown was credited. 

Points were counted as follows: 
application submitted, five yards; 
$1,000 submitted, one-half yard; each 
application paid for, five yards; each 
$1,000 paid for, one yard; if proper set- 
tlement was submitted with the appli- 
cation, the application counted 10 yards 
and each $1,000 counted for 1% yards; 
annuity applications counted only when 
paid for, or when settlement was made 
with the application, credit for the ap- 
plication being the same as for life in- 
surance; each family needs forecast, fully 
completed, accompanied by a request for 
illustration, fully completed, gained one 
yard, family needs forecast gains did not 
count in the 10-yard zone, but counted 
in the play following kickoff after touch- 
down. If either team had the ball on its 
opponents’ 10-yard line, or within the 
10-yard line at the end of the first or 
third quarters, a field goal could be 


Each 
each 


scored at the option of the captain of the 





side carrying the ball into the zone, and 
if scored, the ball went back to the cen- 
ter of the field for a new kickoff. If the 
ball was in the 10 yard zone at the end 
of the second or fourth quarter, a field 
goal was automatically scored. 

Penalties provided that when an ex- 
amination had not been completed on an 
application within five days for which 
credit was given, the penalty was the 
number of points scored at the time 
the application was submitted. In the 
last quarter, applications were counted 
only when accompanied by medical ex- 
amination. No penalty carried the ball 
beyond the one yard line. If settlement 
was submitted with an application sub- 
sequently declined, no penalty was as- 
sessed. 

The ball on the scoreboard was moved 
upon receipt of an application and a 
play-by-play chart was posted daily at 
10:30, 12:15, 3, and 5 o'clock. 

Regular bulletins were issued during 
the game. The game opened with a 
Dutch lunch in the agency room and 
closed with a cocktail party. 

S. G. Marean and C. A. Romer _ 
coaches for the Wildcats, while G. 
Hollister and J. C. Sebastian served . 
a similar capacity for the tigers. Mr. 
Benson was referee. 

The contest was started last year dur- 
ing football season and has proved so 
successful in stimulating interest and 
enthusiasm that it has become an annual 
feature. 


Kirby Celebrates His 15th 
Anniversary with Reliance 


The Russell B. Kirby agency of the 
Reliance Life at Allentown, Pa., cele- 
brated Mr. Kirby’s 15th anniversary 
with a dinner party. Among the 40 
guests were many from out of town, 
including John F. Johns, superintendent 
of agencies, who represented the home 
office. 

During the last six weeks the mem- 
bers of the agency put on a drive for 
$150,000 of written business, represent- 
ing $10,000 for each year that Mr. Kirby 
has been associated with the Reliance 


Life. This goal was exceeded by 20 
percent. : 
Mr. Kirby is past president of the 


Life Underwriters Association of Allen- 
town, Bethlehem and Easton. He is 
now secretary-treasurer of the Pennsyl- 
vania Association of Life Underwriters. 





Devitt Holds Denver Seminar 


Frank H. Devitt, manager home of- 
fice agency Capitol Life, Denver, held 
an agency! seminar. Speakers included 
President C. J. Daly, Harold Colbert, 
“Life Insyrance Selling,” and W. V. 
Woollen, agency vice-president. A dem- 
onstration was given by Taft Barrow of 
the one interview sales talk. The meet- 
ing climaxed a 20-day campaign, during 
which the agency turned in the largest 
volume of written business in its his- 
tory. Applications were presented to 
Mr. Woollen, as a joint Christmas and 
birthday gift. 

Following the seminar wives and of- 
ficers of the company wete guests at a 
Christmas party. 


Day Agency Honors Veteran 
OKLAHOMA CITY—Fifty applica- 
tions for $100,000 in 10 days were writ- 
ten by the Carroll C. Day general 
agency, Pacific Mutual Life, to honor 
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the 25th anniversary of Charles F. Lin- 
der’s service with the agency. 

A banquet with approximately 60 
agents and their wives as guests con- 
cluded the agency’s annual all day plan 
meeting. Walter Hoefflin, western 
agency supervisor from the home office, 
and Lem C. Swinney, Dallas general 
agent, were present. 


Merrifield Agency 100% Plus 


with headquarters at Portland, reports 
business for 1939 to be in excess of 100 
percent over the previous year. Mr. 
Merrifield, who was formerly in the 
agency department at the home office, 
took over the Portland agency early in 
1939. H. M. Holderness of the home of- 
fice, who is making his headquarters in 
La Jolla, Cal., visited the Oregon agency 
over the holidays and officiated at the 
agency Christmas party. Mr. Holder- 
ness said the Merrifield agency has done 


J. C. F. Merrifield, general agent for | the most outstanding job of all agencies 
Connecticut Mutual Life for Oregon! of the company in 1939. 








LIFE AGENCY CHANGES 





Bankers of Iowa 
Names 3 Managers 


Several important agency changes 
are announced by the Bankers Life of 
Iowa. J. H. Rowe is named manager 
in San Francisco; A. E. Gravengaard 
in Portland, Ore., and Elmer V. Gettys 
in Detroit. The Topeka, Kan., territory 
has been consolidated with that of the 
Kansas City agency. 

Mr. Rowe, who succeeds the late 
A. F. Smith in San Francisco, became 
manager in Portland last May after an 
outstanding career in the Chicago 
agency. Mr. Gravengaard, supervisor of 
the St. Paul agency for several years, 
will succeed him in Portland. His career 
with the company covers three agencies 
and home office and field experience. A 
native of Iowa, he later attended Trinity 
college in Hartford. He joined the com- 
pany in the home office as a member of 
the actuarial department in 1927. In 1930 
he went into the field as a member of 
the Cedar Rapids agency. Later he 
transferred to the Los Angeles agency 
where he served for some time as agency 
supervisor. Two years ago he went tq 
St. Paul as agency supervisor. 

Mr. Gettys, city supervisor of the 
Pittsburgh agency since 1936, will suc- 
ceed A. A. Heald, who resigned recently 
as Detroit manager. He joined the 
Pittsburgh agency as city supervisor in 
April, 1936. Previously he had _ been 
Pittsburgh agency supervisor of the 
State Mutual Life. 

In the Topeka merger, H. M. Swarth- 
out, Kansas City agency manager, will 
be in charge of the consolidated terri- 
tory. H. F. Timbers, Topeka manager 
for years, will continue with the Kansas 
City agency as supervisor of the terri- 
tory adjacent to Topeka. 


R. E. Goewey with C. F. Gay 


Ray E. Goewey has resigned as man- 
ager in New York City for Continental 
American Life to become assistant gen- 





New Scranton, Pa., Agency 
of Continental American 





Frank W. O’Neill, well known life 
insurance man of Scranton and north- 


eastern Pennsyl- 
vania, has been 
appointed general 
agent of -a new 
agency of Conti- 
nental American 
Life at Scranton. 
It takes the place 
of an office in 
Wilkes - Barre 
which was closed. 
B Vincent, 


manager of the 
Wilkes-Barre office, 
is retiring from 
activé service as 
manager, but will 
continue as special service representative 
in his section. 

Mr. O’Neill was with a large eastern 
life company 15 years and was a district 
manager for eight years. The new 





Frank W. O'Neill 


agency is at 301 Connell building. It 
covers 12 counties. 





eral agent for Aetna Life in Boston, in 
the Clyde F. Gay agency. Mr. Goewey 
was formerly connected with the Aetna 
Life in various capacities. He was at 
one time manager at Syracuse for Con- 
necticut General Life and served as 
president of the Syracuse Life Under- 
writers Association. 


Bick Named Supervisor and 
Patten in Special Work 


John Bick has been transferred from 
the home office by the Continental As- 
surance to the Insurance Exchange 
branch, Chicago, succeeding Arthur 
Curtis, who died. Mr. Bick becomes su- 
pervisor. He has been doing supervisory 
agency work out of the home office for 
about four years, and before that was 
an agent of the Royer agency, Penn 
Mutual, Chicago. 

Charles Van Patten has been assigned 
from the home office to the branch to 
do special work. He has been connected 
with the agency department at the home 
office, traveling. Formerly he was an 
agent of another company. 


Jim Godard of Denver Goes 
with Northwestern National 


Jim Godard has resigned as general 
agent at Denver for Franklin Life to 
become Colorado general agent for 
Northwestern National Life. He has 
been general agent for Franklin Life 20 
years and is one of the best known 
agency heads in the city. His new of- 
fice will be in the Denham building. 

William Tronson, formerly of the 
A. W. Crary agency of Fargo, N. D., 
who has been representing Northwest- 
ern National in Denver the past year, 
has been appointed city manager there. 





W. E. Davies in Louisville 
Post for Equitable, lowa 


W. E. Davies, who retired recently 
as a supervisor in the Newark agency of 
Penn Mutual Life, and who is president 
of the Life Agency Supervisors Associa- 
tion of northern New Jersey, has joined 
Equitable Life of Iowa as general agent 
at Louisville. His territory includes part 
of Kentucky, part of Indiana and part of 
Illinois. He went into the business in 
1930 with Aetna Life in Newark. Mr. 
Davies was given a testimonial luncheon 
by the Agency Supervisors Association 
of Northern New Jersey. 


Ashton with Baketel Agency 


Charles M. Ashton, Jr., who has been 
manager of the planned estates depart- 
ment of the Home Life of New York 
since 1932, has resigned to join the H. 
Sheridan Baketel, Jr., agency of the 
Union Central Life in Philadelphia as 
agency supervisor. Mr. Ashton has been 
in life insurance for 15 years. He 
started as a personal producer with the 
Equitable Society and was later with 
the Penn Mutual. In 1929 he became 
an agency executive with the Reliance 
Life. Mr. Ashton is a native of Phila- 
delphia where his father is vice-presi- 
dent of the Philadelphia National Bank. 
He attended Dartmouth College. 

During the world war Mr. Ashton 
was wounded and occupied a hospital 


THREE INCOMES ARE 
BETTER THAN ONE 


.... And as proof of the pudding, here is an 
actual letter The Old Line Life received from one 
of its representatives: 


“Called by appointment on Miss M. whose in- 
quiry was sent me. Sold her complete protection 
—Retirement Income at 60, Hospital Policy and a 
Premier Accident Policy—total $148.16. Send me 
more like this.” 


If you are interested in increasing YOUR income, write us today. 


Agency openings in Illinois, Iowa, Michigan, Minnesota, Ohio 
and Wisconsin. 
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COUNTRY LIFE 
INSURANCE CO. 


$125,000,000 in force in 
Ten Years 


Home Office: 608 South Dearborn St. 
Chicago, Illinois 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 


ALABAMA 


CALIFORNIA (Cont.) 


FLORIDA (Cont.) 


ILF INOIS (Cont.) 





ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
243 Kearney Street 


SAN FRANCISCO 
PORTLAND, SAN FRANCISCO, SEATTLE 








Tampa’s Leading Management Firm 


JAY HEARIN INC. 
REALTORS 


Property Management 
Insurance 
Rentals 
Sales 
Loans 
Members Institute of Real Estate Management 


Mass Bldg., Tampa, Florida 





ARIZONA 





Real Estate—Property Management 
Insurance—Complete Rental Service 


FRANK H. FINNICAL 
239 North Central Ave. 


Statewide Service 


PHOENIX, ARIZONA 








COLORADO 





Appraisers 
Property Managers 
Sales 

Loans 


A. D. Wilson & Co. 
1730 Calif., Denver, Colo. 








ARKANSAS 











READ -STEVENSON & DICK 


INC. 


Property Management 
Sales—Leasing 
Mortgage Loans 


A. C. Read II R. Redding Stevenson 
Charles E. Dick 


109 South Main Street 
LITTLE ROCK, ARKANSAS 





CONNECTICUT 


HOOKER and SLOSSON 


140 South Dearborn St. 
APPRAISALS 


Property Management 
Sales 
Leasing 
JOHN P. HOOKER, M. IL. A. 
Complete Service Metropolitan Area 


Chicago, Illinois 








COASTAL REALTY SERVICE, INC. 
Fermerly known as Wagg, Ine. 
Wagg Building 
West Palm Beach, Florida 
SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 
Fort Lauderdale, Florida 








PAUL STEINBRECHER 


AND COMPANY 
Specialists in the 
SALE, MANAGEMENT AND 
APPRAISAL OF CHICAGO 
REAL ESTATE 


7 S. Dearborn St. 
CHICAGO, ILL. 





GEORGIA 














WATERBURY 


Hutchinson & Hutchinson 
Property Management 
Appraisals and Sales 

Member of 
Institute Management 


American — of Real Estate 
Appraisals 
195 No. Main St. 








ADAIR REALTY AND 
LOAN COMPANY 


SWAN-LORISH 


INCORPORATED 





Expert Property Management 


























CALIFORNIA FLORIDA 
Property Management Property Management 
SALES—INSURANCE Mortgages—Sales 
Loans—Rentals Appraisals 
Member Mortgage Bankers Association 
CARL F. BURRELL| |" HAUGHTON ~». 
COMPANY 


Security Title Insurance Bldg. . 
LOS ANGELES, CALIF. 


108 West Bay St. Jacksonville, Florida 


RENTING Reaurors; 
BUYING-SELLING < 
LOANS 


INSURANCE 
37 BULL STREET SAVANNAH,GEORGIA 


PROPERTY MANAGEMENT 








LOANS Sales—Loans—Appraisals 
Real Estate Renting reap See 
Insurance Chain Store Leasing Chicago 
Healey Bldg. Atlanta, Ga. 
INDIANA 
PROPERTY MANAGEMENT 
ALE; KING & SON! APPRAISALS 
Sales - Leases 


Insurance - Mortgage Loans 


W. A. BRENNAN, INC. 


428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 





ILLINOIS 








F. D. COURNEEN 


M. A. I. 
PROPERTY MANAGEMENT 
All Classes 
Industrial—Sales, Rentals, 
Leasing—Appraisals—Loans 
Covering Metropolitan Oakland Area 
415 Financial Center Bldg. 


WILLIAM H. GOLD CO. 
Security Building, 
Miami, Florida 
& 


MORTGAGE LOANS 
REALTOR 
PROPERTY MANAGEMENT 





Ralph W. Applegate and Co, 


SALES AND LEASES 


ROPERTY MANAGEMEN 
COMPLETE MORTGAGE FINANCING 
GENERAL INSURANC 


MEMBER 


Chicage Real Estate Board 
National Ass'n. eal Estate Boards 
Chicage Board ef Underwriters 


Continental Illinois Bank Bldg. 


CHICAGO 
FRANKLIN 7878 











Property Management 
Appraisals 
Sales Leases 


KLEIN & KUHN 


Guaranty Bldg. Indianapolis 
George A. Kuhn, M. A. I. 

















Property Management Equitable Life Assurance Society 


ORLANDO, FLORIDA 

















Oakland, Calif. KENTUCKY 
hee tiene dai PROPERTY MANAGEMENT 
O.W.CGottol General Brokerage HARRINGTON Appraisals 
ee LlOn EALTOR Appraisals a Co. Sales Leases 
0 Commneneet: Seiting Loans INDUSTRIAL - COMMERCIAL | | G()DMAN ano HAMBELETON 
Property Management McNUTT-HEASLEY MANAGEMENT SALES INC. 
LOANS — LEASING APPRAISALS RESEARCH 6th Floor, Louisville Trust Bldg. 
SALES — APPRAISALS REALTORS Rinses WE, acta ‘aiioaieen 
GENERAL INSURANCE — CHICAGO — plese ages 


LOUISVILLE, KY. 
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LOUISIANA MISSOURI 
Real Estate A aan te as a 
a AND COMPANY 


Property Management 
Mortgage Loans 


829 Union St., New Orleans 


PROPERTY MANAGEMENT 
APPRAISALS 
INSURANCE 
LEASES 
LOANS 
300 BRYANT BLDG., KANSAS CITY, MO. 


OHIO (Cont.) 


TENNESSEE 








Steller-Carpenter-Stofer, Inc. 


Complete Real Estate Service 
City Wide 
Property Management 
ales 
Leasing 
1900 Euclid Ave. 
CLEVELAND 


Our Experience of More Than 25 Years Will 
Help Solve Your Problems 


We Invite Your Consultation 


F. L. Gates Company 


REALTORS—INSURORS— 
MORTGAGE LOANS 


729 Walnut St. Phones: 7-1534—T7-2978 
CHATTANOOGA, TENN. 











MICHIGAN 





L. A. EWALD, INC. 


Property Management 
Appraisals, Leases, General 
Real Estate, Industrial Property 
Investment Counsel 


2536 Union Guardian Bldg. 
DETROIT, MICHIGAN 





Bank Just Past Its 80th Anniversary 
Real Estate Dept. in Its 40th Year 
Complete Real Estate Service 

Sales 
Cc cial L g 
Industrial Properties 
Property Management 
Real Estate Dept. 


MERCANTILE COMMERCE 
BANK & TRUST CO. 
8th & Locust St 
ST. LOUIS, MO. 























NEW JERSEY 


Property Management 


Appraisals 
Sales 
Mortgage Loans 


The Wm. J. Van Aken 


Organization 
1715 Euclid Ave. Cleveland, Ohio 








MILLARD NAILL & CO. 
REALTORS 


Property Management 
Industrial Specialists 
Leasing—Sales 
Appraisals 

Record of 37 Successful Years 


113 So. Court Ave. 
MEMPHIS, TENN. 





























H. G. WOODRUFF, INC. 
MORTGAGE LOANS 
Real Estate Management 
Appraisals 
We Cover the City 


Union Guardian Bldg. 
DETROIT, MICH. 





MINNESOTA 


SEELY CADE, Inc. 


26 Journal Square, Jersey City 
REAL ESTATE 


(“Zanagement Appraisals 
Member—Institute of Management 


REAL ESTATE 


Property Mgm’t. Mtge. Loans 
Appraisals eee * a 
Insurance 

F.H.A. Approved Fs 


CONSULT 


Wm. P. Zinn & Co. 


Dependable since 1906 
31 oe Employees 
At your service. 


37 North Third. St. Columbus, Ohio 


TEXAS 














NEW MEXICO 


OKLAHOMA 








Statewide Realtor Service 


SAVAGE and SGANZINI 


Property Management 
Loans 
Rentals 
Leasing 
Selling 
Complete Insurance Company Service 
209 South Fourth St. 








THORPE BROS.., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 





Albuquerque, New Mexico 








OHIO 





HOWARD R. BURGESS AND CO. 


Member M. A. I. 
Property Management 
Appraisals 
Leasing—Selling 
Mortgage Loans 
Complete Real Estate Service 

Also Servicing Dayton 
Home Office—Neave Bldg. 


CINCINNATI, OHIO 





M. R. WATERS & SONS, INC. 
BAKER BLDG. 


Property Management 
Leasing—Selling 
Mortgage Loans 


Covering Metropolitan Area 
Twin Cities 


MINNEAPOLIS, MINN. 








Raymond T. Cra Cragin & Co. 
Raymond T. Cragin, L 
PROPERTY MANAGEMENT 

APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Area 
National City Bank Bldg. 
CLEVELAND 


UNITED SERVICE AND RESEARCH 
INCORPORATED 
Terminal Building 
OKLAHOMA CITY, OKLAHOMA 
COMPLETE SERVICE 
Appraisals Real Estate 
Loans Management 
nee 


ANCH OFFICES 
Metropolitan Bank Bldg. 
Minneapolis, Minn. 


a. 
Detroit, Mich, 


8! Madison Bidg. 
Memphis, Tenn. 








DARNELL-ZUENDT CO. 


Realtors and Insurors 


REAL ESTATE 
MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Management 
Beacon Bldg., Tulsa, Okla. 





OREGON 





Norris, Beggs & Simpson 
Coastwide Service 


Property Management 
Sales—Leases 
Appraisals 
2nd Foor Wilcox Bldg. 


PORTLAND, OREGON 
PORTLAND, SAN FRANCISCO, SEATTLE 














PENNSYLVANIA 


R. H. GAMBLE COMPANY 


REALTORS 
Kirby Building 
Dallas, Texas 
3 
Specializing in 
Business Property—Industrials—Factory 


Sites—Leases—Loans ; 
Complete Property Management Service 








GEORGE W. WORKS 
REALTOR 
Specializing in 
PROPERTY MANAGEMENT 
LEASING—SALES—LOANS 
APPRAISALS 
and INSURANCE 


DALLAS, TEXAS 








Property Management 


Appraisals 


Business Property Specialists 
Leases, Sales and Rentals, Loans 


LEAVELL & SHERMAN, Inc. 


109 N. Stanton St. El Paso, Texas 
(Established 1906) 








Complete 


REAL ESTATE SERVICE 





Property Management 
Loans—Sales—A ppraisals 
111% WEST 7TH ST. 
FORT WORTH 








DUNN & STRINGER 


INCORPORATED : 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 








THE CUYAHOGA ESTATES CO. 


Mortgage Loans, Property 
Management, Appraisals 


Hickox Building 
C. A. Mullenix, M.A.I. 
Pres. & Treas. 


Cleveland, Ohio 








PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc 


1424 Walnut Street, Philadelphia, Pa. 
45, Market St. Camda len, KR. ee 
J. W. ber — AMERICAN 
INSTITUTE ‘Or "REAL ESTATE 
PRAISERS 


INSTITUTE OF PROPERTY 
MANAGEMENT 








HAROLD W. KELLER 


Property Management—Appraisals— 
Loans—Sales 


Member Institute of Property 
Management 


1006-7-8 Travis Bldg. 
SAN ANTONIO, TEXAS 
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PROPERTY 
MANAGEMENT 


oe DIRECTORY 


@ The property management firms whose 
names are shown on this page have been 
selected after careful mvestigation. They 
have the recommendation and endorsement 
of The National Underwriter. 


UTAH 











PROPERTY MANAGEMENT, 
RENTALS, LEASES, 
APPRAISALS, SALES 


FIRST SECURITY TRUST CO. 


(Property Management Dept.) 
Salt Lake City, Utah 











WASHINGTON 





Norris, Beggs & Simpson 


Coastwide Service 


PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 


REPUBLIC BLDG. 


SEATTLE, WASH. 
PORTLAND, SAN FRANCISCO, SEATTLE 





Ia., since 1932, has resigned to devote 
his time to personal production. The 
company will combine the Burlington 
and Davenport agencies, moving the col- 
lection office and personnel of the Bur- 
lington agency to Davenport. Newell C. 
Day, Burlington general agent, will be 
in charge of the combined offices. A 
sales office will be maintained in Bur- 
lington. 

Mr. Hall is a past president of the 
General Agents & Managers Association 
of Davenport and of the Davenport 
Association of Life Underwriters. 





Moore Names New Aides 

Hiram Moore, St. Paul general agent 
Mutual Life of New York, has appointed 
R. I. Lukey agency organizer and War- 
ren Johnson city supervisor. 





Van Winkle Agency Promotions 


G. W. Clark and T. R. Kimball, both 
of the Pasadena unit of the Kellogg Van 
Winkle agency of the Equitable Society, 
have been promoted to assistant agency 
managers at the Los Angeles office. Dis- 
trict Manager Carl G. Moore of Pasa- 
dena unit has had his territory extended 
to include San Bernardino and part of 
Riverside counties. He will have offices 





in Pomona, San Bernardino and Red- 
lands. 





New Protective Life Agency 


The Protective Life has opened a new 
agency in Athens, Ala., to cover Giles 
and Lincoln counties in Tennessee and 
Limestone and Madison counties in Ala- 
bama. R. H. Richardson, Jr., is general 
agent. 


Kelly Named in Minneapolis 

W. L. Kelly has been appointed gen- 
eral agent of the Occidental Life for 
southern Minnesota, with headquarters 
in Minneapolis. He was supervisor in 
the Minneapolis branch office 1936-1938. 
He is a native of Minnesota and for 10 
years was with the White & Odell 
agency of the Northwestern National in 
Minneapolis. 








Murrells’ New Brokerage Setup 


T. G. and W. L. Murrell, general 
agents Mutual Benefit Life in Los An- 
geles, announce a change in the broker- 
age department of their agency. E. L. 
Patton, who has been office manager, 
will have associated with him W. H. 
Tennyson, who has been brokerage 





manager. Mr. Patton will devote the 
greater part of his time to contact with 
brokers, and agents and Mr. Stevenson 
will handle most of the office details. 





Milner Named in Atlanta 


W. J. Milner, Jr., has been appointed 
general agent for the state of Georgia 
by the Life of Virginia, with offices in 
the 22 Marietta Street building, Atlanta. 
Mr. Milner has been in life insurance 
about 10 years. He isaC. L. U 





E. V. Chown to Vancouver 


Eric V. Chown, Winnipeg, has been 
appointed associate manager of the 
Mutual Life of Canada at Vancouver, 
B. C. He was formerly general secre- 
tary of the Life Underwriters Associa- 
tion of Canada and was the first field 
superintendent of that organization. He 
has been manager of the Mutual’s Hali- 
fax branch, and for the past 12 months 
has managed the Winnipeg branch. 





Calley Named by Reliance 


L. F. Calley was appointed agency 
manager by Reliance Life in six south- 
ern West Virginia counties, with head- 
quarters at Bluefield. He has had eight 




















Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page have been selected after careful 
investigation. They have the recommendation and endorsement of The National Underwriter. 




















CALIFORNIA 


COLORADO 


OREGON 








WEST & WHEELER 
REALTORS 
Property Management 
Complete Real Estate Service 
For the past 40 Years 


Entire 2nd Floor, Marion Bldg. 
Seattle, Wash. 


Title Insurance—Escrows—Trusts 


Title Guarantee & Trust Co. 
Ineorporated October 28, 1895 
Title Guarantee Building 
Hill at Fifth Street 
Los Angeles, California , 




















WISCONSIN 
ELDON B. RUSSELL 


and ASSOC. 
LOANS 
PROPERTY MANAGEMENT 
APPRAISALS 
RENTALS 
Experienced Insurance Activities 


Tenney Bldg. 
MADISON, WIS. 





s 








Specify 
TITLE PROTECTION 
From the 
LARGEST, MOST COMPLETE 
TITLE COMPANY IN THE WEST 
(Capital and surplus over $16,000,000.00) 
TITLE INSURANCE 
and TRUST COMPANY 


483 South Spring Street, Los Angeles 
Other Offices: Santa Barbara, San Luis Obispo, 
Ventura, San Diego, Visalia, Bakersfield, Riverside. 

















cot adjacent to one occupied by R. H. B. 
Bowie of the Baketel agency. Both were 
later awarded the “Croix de Guerre” 
and after a lapse of 22 years find them- 
selves associated in the same agency. 


S. R. Bridges Atlanta General 
Agent of Provident Mutual 


Mutual has appointed S. 
Russell Bridges, Jr., general agent for 
Atlanta and vicinity. Mr. Bridges, who 
entered the business shortly after his 
graduation from Emory University, has 
had a successful record of personal pro- 
duction and has served with distinction 
as supervisor of the Charles J. Currie 
agency of Mutual Life. Mr. Bridges’ 
agency will soon occupy new offices in 
the Citizens & Southern Bank building, 
Atlanta. 

Mr. Bridges is a C. L. U. and is now 
vice-president of the Atlanta Life Un- 
derwriters Association. 


Combine Two Iowa Agencies 


H. C. Hall, general agent of the 
Equitable Life of Iowa in Davenport, 





Provident 


San Diego’s oldest and largest 
title insurance company 


Union Title Insurance 
and ‘Trust Company 


SECOND AVENUE UNION JAMES D. FORWARD 

AT BROADWAY Severe ° REST OE NT 

SAN DIEGO (ibid CALIFORNIA 
orem 


Complete title, escrow and 
trust services. 




















CITY TITLE INSURANCE 
COMPANY 


68 Sutter Street 
Complete Title Service 


San Francisco, Cal. 





THE TITLE GUARANTY COMPANY 


Established 1911 
M. Elliott Houston, Pres. — J. Tate Dunean, Geey. 


Title Insurance Loans 
Real Estate Abstracts 


15TH & COURT PLACE 
Telephone Keystone 1251 
DENVER, COLORADO 











MISSOURI 


Over $700,000 Capital & Surplus 


TITLE INSURANCE 

ESCROWS 

LOANS 

ABSTRACTS 

COMPLETE RECORDS 
Correspondents New York Life 


COMMONWEALTH, INC. 


415 S. W. Sixth Street 








Portland, Ore. 








KANSAS CITY TITLE 


AND TRUST COMPANY 
KANSAS CITY, MISSOURI 
€ 
Complete Title Service 
for the Greater Kansas City area 
NATIONAL TITLE DEPARTMENT 


UTAH 





INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 

nia. Policies accepted by Supt. of 

Insurance of the State of New York. 
Home Office: 


809 First National Bank Building 
Salt Lake City, Utah 














Title Insurance Corporation 
OF ST. LOUIS 
810 Chestnut Street 
McCune Gill, Vice-President 
Qualified with Insurance Depart- 
ments of Missouri and 
Eastern States. 


Only — tract index in St. Louis 
City and County. 











OKLAHOMA 


WASHINGTON 


WASHINGTON TITLE 
INSURANCE CO. 
Capital $1,350,000.00 

803 Second Avenue 


SEATTLE, WASHINGTON 
Statewide Title Service 














AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 


& 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 
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years’ experience in the business, for- 
merly having been a baseball player. He 
tried out with the New York Giants in 
1918, in 1919-27 played with the Toledo 
club of the American Association, and 
then for a time played in the eastern 
league at Hartford and Waterbury. 


W. G. Read at Steubenville, O. 

The Ohio State Life appointed W. G. 
Read as general agent at Steubenville. 
He has represented the Equitable Life 
of Iowa and the Bankers Life of Ne- 
braska in Zanesville, O., as general 
agent. 





Closes Branch at Camden 


Leon Bucke, manager of the Pruden- 
tial ordinary branch at Camden, N. J., 
has resigned and the office will be op- 
erated in charge of a cashier as a unit 
of the Van Vliet agency at Newark. 
Mr. Bucke will continue as an agent in 
Camden. 


Breakenridge Succeeds Goss 

Merle E. Goss has resigned as gen- 
eral agent of the E quitable Life of Iowa 
in Oakland, Calif., and is succeeded by 


H. R. Breakenridge, until recently dis- 
trict manager there for the Reliance 
Life. 





Des Moines Manager Retires 


John G. Phillips has retired as man- 
ager of the Des Moines branch of the 
Travelers. He had served 22 years with 
the company. Members of the branch 
honored him at a luncheon. L. E. 
Graber, 


formerly assistant manager, 
succeeds him as manager. 


O. K. Ausmus has been appointed gen- 
eral agent at Marshall, Tex., by the 
General American Life. : 

Paul Greathouse has been appointed 
assistant manager at Seattle for Acacia 
Mutual Life. He has been with the 
company about a year. 


Capt; H: P. Dunlap has resigned as 
district agent of the Connecticut Mu- 
tual Life in Chattanooga, Tenn. He 
will return to McCallie School as com- 
mandant of the R.O.T.C. and assistant 
business manager. 


MANAGERS 


Portland Managers 
for Full-Time Plan 


PORTLAND, ORE—A resolution 
providing for the voluntary elimination 
of part- time agents has been signed by 
a majority of members of the Portland 
Life Managers. Association, Richard 
Sherwood, president, announced, It 
provides that all new agents must de- 
vote their full business time to the 
insurance business; that the same terms 
govern renewals of contracts and 
licenses, with the exception of agents of 
advanced age and long service. Part- 
time agents now under contract and 
not qualifying under the exemption 
must be discontinued as of March 31. 

Copies of the resolution and a list of 
the signatory managers have been sent 
to Commissioner Earle and to Stuart 
Strong, president of the Portland Life 
Underwriters Association. 

Last fall the Portland Life Under- 
writers Association in a_ resolution 
urged voluntary action by the life man- 
agers as an alternative to an appeal to 
Commissioner Earle that licenses be 
refused part time agents. 











Orchard Sioux City President 


The Sioux City Life Insurance Man- 
agers Association at its annual dinner 
elected Phil Orchard, Northwestern Na- 
tional Life, president, succeeding H. A. 
Thornton, Prudential. Howard Nelson, 
Mutual Life of New York, was elected 





New Production Manager 
Named by Houle Agency 





Henry E. Franzen has been appointed 


production manager of the A. R. Houle 
agency of Massa- 
chusetts Mutual 
Life in Chicago. 
He will direct the 
brokerage  depart- 
ment. Mr. Houle 


plans extensive ex- 
pansion of _ this 
branch. 

Mr. Franzen en- 
tered life insurance 
in 1925 as a per- 
sonal producer in 
the Drew agency of 
the Mutual Benefit 





in Chicago, con- H. E. Franzen 
sistently selling 

more than $250,000 of business each 
year. He entered his business career 


with -the Stewart-Warner Corporation, 
where he received excellent business 
training and assumed _ responsibilities 
beyond his years due to war conditions. 








vice-president and F. W. VanRheenen, 
secretary. Scott Burpee, Howard Nel- 
son and E. L. O’Connor were elected to 
the executive committee. Tentative 
plans were made for a tri-state congress 
to be held in June. 


Gross Heads Minneapolis Club 


The Minneapolis General Agents & 
Managers Club has elected the following 
officers for 1940: President, Louis Gross, 
State Mutual; vice-president, Clarence 
Stiehm, Security Mutual; secretary- 
treasurer, Falconer Thomas, Phoenix 
Mutual. 


SEC Investment 
Analysis Out Soon 








(CONTINUED FROM PAGE 1) 


For example, the SEC investigators have 
studied the distribution of urban mort- 
gage investments of each company so 
that the percentage of funds placed in 
each large metropolitan area can be com- 
pared. This analysis will show the ex- 
tent of diversification, according to offi- 
cials. 

“Preparation of the pending report has 
been placed in charge of Ernest Howe, 
SEC security analyst, who was formerly 
associated with Blyth & Co. Material 
has been collected through question- 
naires sent to the insurance companies 
and by field agents of the commission. 

“Tn addition to its general interest to 
private investors and other investment 
fund managers, officials here believe that 
published results of the investigation 
will prove valuable to state insurance su- 
pervisors and the trustees and directors 
of the insurance companies themselves. 
It is also understood that the data will 
be of vital importance, from the stand- 
point of competition. to insurance agents 
and agents’ associations.” 





Socialistic Plan Is 
Back of Inquiry 





(CONTINUED FROM PAGE 3) 


bombs and bayonets. In the home sec- 
tor, they struggle for the approval of 
the American people at the polls, as it 
should be in a democracy. 

“One group fights for the traditional 
American way of free enterprise, with its 
balance sheet of trial and error, mistakes 
offset by brilliant contributions to prog- 
ress. The other fights for the belief 
that the energies of the individual can 
be controlled by political agencies, for 
the greatest good of the greatest num- 
ber. 

“Tnsurance, next to banking, holds the 
largest pool of our savings. Bankers 








QUALITY 


STABILITY 





SERVICE 








ENTRANCE TO HOME OFFICE 


INDIANAPOLIS LIFE 
INSURANCE COMPANY 


A Legal Reserve Mutual Company 
Organized in 1905 


Over $109,500,000 of Insurance in Force 
Splendid Agency Opportunities in Indiana, Illinois, Ohio, 
Iowa, Michigan, Minnesota, Texas and California 


EDWARD B. RAUB A. H. KAHLER 
President 2nd Vice-Pres. & Supt. of Agencies 

















The South’s Largest...Friendly...Progressive...Strong 





Nothing Succeeds 
Like Success 


We have just closed the greatest 











year in our history. We plan to con- 


tinue our expansion in 1940. 





Operating from Coast to Coast, from 
the Great Lakes to the Gulf, in Cuba, 
Puerto Rico and Hawaii. 


INDUSTRIAL -:-:-: 
sseeee+e ORDINARY 








AMERICAN NATIONAL 


INSURANCE ‘COMPANY 


GALVESTON, TEXAS MOODY, JR., PRESIDENT 
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| | ACTUARIES 











Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 








HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 























DISTRICT OF COLUMBIA 








Specialty, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
Organisation, Manag t, Tax Service 
Investment Bldg., Washington, D. C. 























ILLINOIS 








WALTER C. GREEN 
Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 








MICHIGAN 
JAMES W. GLOVER 


Consulting Actuary 
Life Insurance—Retirement Funds 


620 Oxford Road 
Ann Arbor, Mich. 




















NEW YORK 


Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 























DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, Illinois 
Telephone State 1336 

















HARRY S. TRESSEL 


Certified ~~ ee and 
10 S. La Salle 3, Chicago 


Associat 
UM. Wolfman, = 4.1 A. 
N. A. Moscovitch, Ph. D. 
L. J. Lally 


Franklin 4020 











Consulting Actuaries 
Auditors and Accountants 


S. H. and Lee J. Wolfe 


Lee J. Wolfe 
William M. Corcoran 
Joseph Linder 


116 John Street, New York, N. Y. 











PENNSYLVANIA 

















INDIANA 





FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Associates 
Fred E. Swartz, C.P.A. 
E. P. Higgins 


THE BOURSE PHILADELPHIA 














Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis—Omaha 
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as money changers were subjected early 
to investigation; 42 federal lending agen- 
cies resulted. 

“Today another federal investigation 
is publicizing the problems of insurance 
‘which arise from the nature of man 
himself,’ insignificant though they are 
when compared to the amazing con- 
tribution of insurance to human welfare. 

“The hub of the socialistic wheel is 
government control of the people’s sav- 
ings, the power to allocate funds held 
in trust by banks and insurance com- 
panies. As leaders of the movement 
here and abroad have said, this is the 
first and most important step, because 
such control carries with it power over 
all commercial and industrial activities. 


Gradual Absorption Process 


“Tf the people accept the fallacy that 
there is cause for condemning the in- 
stitution of insurance, the camel’s nose 
will slip under the tent. 

“The nose will represent a little com- 
petition — compulsory burial insurance 
and federal annuities; a degree of federal 
control; a small part in the determina- 
tion of how insurance investments shall 
be made; a hand in the administration 
of the business operation. Just steps. 
But the first steps along this road, as 
all history and recent events abroad and 
at home make clear, are never retraced, 
but call for further steps.” 


How to Control Telephone 
Expense Told by Hoag 


Telephone service is not only expedi- 
ent but one of an agency’s most valuable 
business assets, provided it is used eff- 
ciently, according to T. W. Hoag, cash- 
ier Penn Mutual agency, San Francisco. 

A year and a half ago Mr. Hoag’s 
agency installed a system that not only 
increased the operating efficiency of the 
switchboard but decreased the operating 
expense for the following year approx- 
imately 21/2 percent. This is impressive 
in view of the fact that the agency per- 
sonnel was the same as the year prior. 

On outgoing calls, the operator would 
write the agent’s name on a note book 
especially ruled for the purpose, listing 
the telephone number as either personal 
or business. Each morning the previous 
day’s calls were then transferred to mas- 
ter sheets headed “Personal” and “Busi- 
ness.” At the end of the month all calls 
were totaled and the agents billed ac- 
cordingly. 

The compilation of the monthly record 
of calls would then be handed to the gen- 
eral agent if the business calls were en- 
tirely out of proportion to an agent’s 
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production, thus giving the general 
agent an opportunity to correct certain 
faults in the agent’s activities. Mr. Hoag 
said that many agents are extremely suc- 
cessful in the use of the telephone, not 
only in making appointments but also in 
enabling them to use an organized pre- 
approach by telephone. 

He said: “The restricted use of the 
telephone, particularly where results are 
not productive, is One indication of good 
management.” 


Investment Risk of 
the Future Must Be 
Weighed Carefully 


DETROIT—Any examination of in- 
vestment practice requires clear distinc- 
tion between investment and_ specula- 
tion, F. Nash, assistant treasurer 
Standard Accident in charge of invest- 
nients, told the Michigan Actuarial So- 
ciety in a talk on “Problems of Invest- 
ment” at the December meeting. J. T. 
Rohm, actuary American Life, presided. 

In speculation, the objective is pri- 
marily profit—usually resulting from 
price change, he said. In investment, 
safety of principal is the chief aim, with 
income and increment secondary. Pres- 
ervation of capital may have to do with 
true values or dollar values. Banks and 
life insurance companies primarily are 
concerned with dollar values while in- 
dividuals, and, to a considerable degree, 
fire and casualty companies chiefly are 
concerned with true values, which means 
values in terms of purchasing power. 


Element of Risk Exists 

All investment is the weighing and 
assumption of risk. Risk has to be as- 
sumed but it must be measured against 
income and profit probabilities. 

Risk should be minimized as to funds 
in which third parties have an interest, 


that is, bank deposits and insurance re- 
serves; it should be minimized if there 
is any possibility that securities may 


have to be converted into cash on short 
notice; it may be expanded, but not 
greatly, as to funds in which third par- 
ties have a secondary interest, such as 
bank or insurance company capital and 
surplus. 

The past seven years the wages of 
capital have become progressively lower 
until last summer yield on high grade 
bonds reached an all-time low. While 
a low yield ordinarily connotes a high 
quality, yet the high price inevitab.y 
carries an implication of an ultimate 
—- decline. 

Bond prices are forced up or down by 
supply and demand of money, by move- 
ments of the economic cycle and by 
faith, or lack of faith, in the integrity 
of the dollar. A flight from the dollar 
is a manifestation of inflation, conditions 
for which are more propitious than at 
time in the 


any last seven years. 
French life insurance companies sur- 
vived the inflation of 1914-26 largely 


about 25 percent of 
the funds in real estate and securities 
of a variable income, while French fire 
companies carried a substantially higher 
percentage of inflation hedges. The most 
successful of the American fire com- 
panies have been consistent holders of 
common stocks and their experience 
indicates a careful long-range common 
stock policy has been successful over 
the past 25 years. Whether such a 
policy could be successful over the next 
25 years depends largely on develop- 
ment in the trend toward state cap- 
italism. 

With most institutional investors vari- 
ously restricted by law, with money 
rates inordinately low and with inflation 
a distinct possibility, investors must be 
exceptionally careful in weighing risks 
if they are to keep their funds employed 
advantageously both for the present and 
the future, he concluded. 


because they had 


It is a good habit to pause after mak- 
ing a telling point so that the prospect 
can think it over, or, if the point is not 
understood, so it can be clarified. 
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LEGAL RESERVE FRATERNALS. 





N. F. C. Officials to 
Address Congress 


Miss Frances D. Partridge, president 
National Fraternal Congress and secre- 
tary Woman’s Benefit, Port Huron, 
Mich., and Alex O. Benz, N.F.C. vice- 
president and president Aid Association 
for Lutherans, Appleton, Wis., will be 
the principal speakers at the annual con- 
vention of the Maryland and District 
of Columbia Fraternal Congress to be 
held Jan. 24 in the Lord Baltimore Ho- 
tel, Baltimore. 

John J. Cronin of Hagerstown, Md., 
congress president, will preside. How- 
ard G. Dressel, Baltimore, is secretary. 

Mayor H. W. Jackson of Baltimore 
will extend a welcome, with response 
by Mrs. Lola E. Coles, congress vice- 
president. 

A dinner-dance will be held in the 
evening which is expected to attract sev- 
eral hundred to the congress from 
Maryland and the surrounding states. 





Texas Burial Fraternal Started 
DALLAS—D. J. O’Keeffe is presi- 
dent of the Texas Legal Reserve 
Funeral Society, newly organized fra- 
ternal which offers legal reserve burial 
insurance. A. B. Simmons, formerly ex- 
ecutive of the Reserve Loan Life of 
Indiana, is vice-president, and W. B. 
Stanfield is secretary-treasurer. Mr. 
Stanfield was treasurer of the old Inter- 
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Southern Life of Louisville and more 
recently was the organizer of the Ben 
Franklin Life of California. 

The new company has arranged for 
reinsurance through legal reserve life 
companies and will work in cooperation 
with funeral directors who have been 
operating local mutual aid or burial as- 
sociations in connection with their busi- 
ness but who are desirous of putting 
such insurance on a permanent guaran- 
teed rate basis, Mr. O’Keeffe stated. 





Equitable Reserve to Hold 
Regionals This Month 


The Equitable Reserve of Neenah, 
Wis., announced completion of arrange- 
ments for the 1940 regional sales con- 
ferences. The dates and places for these 
meetings are: 

Jan. 6, Faust hotel, Rockford, Ill., for 
agents in Illinois and southern Wiscon- 
sin; Jan. 9, Detroit-Leland hotel, De- 
troit, for lower Michigan agents; Jan. 
19, Medford hotel, Milwaukee, for east- 
ern Wisconsin agents; Jan. 16, North- 
land hotel, Green Bay, for northern 
Michigan and northeast Wisconsin; Jan. 
17, Hotel Wausau, Wausau, for north 
and central Wisconsin; Jan. 19, Linker 
hotel, LaCrosse, for Minnesota and 
western Wisconsin representatives. 

The new sales plans for 1940 will be 
discussed at these regional sales confer- 
ences. The conferences wiil be conducted 
by President Norton J. Williams and 
Louis H. Haase, field supervisor. 

The Equitable Reserve announced 
three new junior policies, 20 payment 
endowment at age 85, 20 payment en- 
dowment at age 65 and a new 20 year 
endowment. 





Reinstatement Forgery Is 
Issue in Texas Ruling 


The serious illness of J. W. Dies, 
member of the Praetorians, and the fact 
that his reinstatement application was 
forged prevented any liability from at- 
taching to the society under the at- 
tempted reinstatement, the court of civil 
appeals of Texas ruled. Dies died 
March 26, 1937, the Praetorians was 
sued for the death benefits, but denied 
liability. The grounds were that the 
benefit certificate lapsed prior to Dies’ 
death, that the reinstatement applica- 
tion was forged and there was a breach 
of warranty of good health in the ap- 
plication. It was shown Dies lapsed 
by failing to pay the November, 1936, 
assessments and that on Dec. 30 the-so- 
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PROGRESSIVE 


Throughout the thirty-six years of its existence, the 
Aid Association for Lutherans has earned a reputation 


for able, 


cateholders. 





progressive management, and sympathetic 
understanding of the needs and problems of its certifi- 


The Association has ever been alert to 


the modern trend of the times, always adjusting itself 
to meet new needs of protection. 

INSURANCE IN FORCE..... 
wecawisces Suece cess ccc cQeeneeeeee 
Paid to members and beneficiaries since organization 


in death and sick benefits, old-age income, surplus, etc., 
$21,374,043.73. 


«++ -$197,255,732.00 





All standard forms of legal reserve life insurance for 
men, women, 


and children of Synodical Conference 


Lutheran churches. 
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ciety’s agent was given what purported 
to be a reinstatement application signed 
by the insured, together with all as- 
sessment payments, witnessed by the 
sister of the insured’s wife who later 
paid the assessments for February and 
March, 1937. 

Testimony also showed that Dies re- 
fused to sign the reinstatement applica- 
tion because he was seriously ill and 
the society's agent knew of this fact. 
It was admitted the signature was a 
forgery but there was no showing as 
to who committed it. The application 
was accepted by the Praetorians with- 
out knowledge of the forgery or the 
insured’s health condition. The lower 


court’s judgment was in favor of the. 


beneficiary and the 
pealed. 

The appellate court held the forged 
application did not reinstate the policy 
as the fraud was not known to the so- 
ciety. It was held a member of a fra- 
ternal is bound by fundamental laws of 
the society with respect to the right to 
reinstate and these laws prevent a rep- 
resentative from waiving any of them. 
It was also held the agent had no au- 
thority to waive the requirements that 
the insured execute the reinstatement 
application continuing the warranty of 
good health. 

The decision was digested by Richard 
F. Allen, general counsel Standard Life 
and secretary-treasurer of the law sec- 
tion National Fraternal Congress. 


Praetorians ap- 





Wisconsin Congress to Meet 

The annual meeting of the Wisconsin 
Fraternal Congress will be held at the 
Elks Club, Milwaukee, the morning of 


Jan. 20. Officers will be elected and 
business transacted. Lunch will be 
served. 





Accident and health sales up 8 per- 
eent. Get on bandwagon. Send $1 for six 
months’ subscription to Accident & 
Health Review, 175 W. Jackson Blvd., 
Chicago. 





WOODMEN or THE WORLD 
LIFE INSURANCE SOCIETY 


Founded nearly half a century 
ago, its assets have mounted to 
over $128,000,000. 


Its investments are largely in Gov- 
ernment, State and Municipal 
Bonds. 

8 


It has paid to beneficiaries over 
$258,000,000, and to living members 
over $47,000,000. 


It values all of its outstanding 
business on the American Experi- 
ence Table and 3%, and for each 
$100 of reserve and current liabil- 
ity it has assets on hand of the 
value of $114.92. 





Through prosperity and depression, 
war and epidemic, its financial 
strength has paralleled its record 
of insurance and fraternal service. 


It maintains at San Antonio, Texas, 
an endowed free hospital for mem- 
bers who suffer with tuberculosis. 
This institution is on the accredited 
list of the American College of 
Surgeons. 
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ORE THAN A MILLION 
DOLLARS A MONTH 





ice. 





DURING the first six months of 1939 MODERN 
WOODMEN OF AMERICA distrib- 
uted $6,848,493.07 in cash to the bene- 
ficiaries of deceased members and to 
living members. This impressive sum, 
averaging more than $1,000,000.00 per 
month, was paid promptly as each claim 
matured, thus maintaining the Society’s 
56-year record of genuine human serv- 


$605,825,109.48 paid in benefits 
since organization 








A THREE-MILLION-DOLLAR 
GAIN IN ASSETS 





bility. 





The continued gains shown on its financial front 
ate demonstrated by an increase of 
$3,256,054 in assets for the same six 
months’ period. Strict adherence to a 
wise and conservative investment policy 
is an added assurance of financial sta- 


Assets total $81,910,944.16—a 100 per 
cent increase in the past six years 
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NEWS ABOUT LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 


Published Annually in May and March respectively. 





Mutual Benetit 
Dividend Exhibit 


The 1940 dividend schedule for Mu- 
tual Benefit shows both increases and 
decreases. Mortality and expense sav- 
ings cause increases at early durations 
on lower premium forms, but the inter- 
est factor overcomes these on policies 
with a large reserve element. The total 
to be disbursed under the 1940 schedule 
will be 6.7 percent less than if the 1939 
schedule had been continued, but pre- 
mium paying policies will receive only 
3.3 percent less. 

Ordinary Life 


















$ $ $ $ $ $ 
Prem 20.14 22.85 26.35 30.94 37.08 56.93 
Ages 25 30 35 : 55 
Bi ruses 4.04 4.23 4.47 4. 5.85 
eae 4.13 4.34 4.57 4. 6.13 
eee 4.22 4.45 4.68 4. 2 6.40 
eae 4.31 4.56 4.78 4. y 6.68 
Bess tie 4.42 4.66 4.88 5. 5.46 6.96 
Dis ass 4.51 4.76 4.97 65.2 5.62 7.26 
Veieeew 4.61 4.87 5.07 5. §.81 7.57 
Rikcace rors 4.70 4.96 5.17 5.47 5.99 7.90 
Sr 4.80 5.05 5.27 5.61 6.18 8.23 
| ar 4.90 5.13 65.387 5.76 6.37 8.57 
a 5.00 5.22 5.48 5.91 6.56 8.93 
5.09 5.31 60 6.07 6.76 9.30 
RE 5.17 5.89 65.72 6.23 6.95 9.67 
| a 5.25 5.49 5.84 6.40 7.16 10.05 
DB vais <5 §.33 5.58 5.97 6.57 17.37 10.42 
| Eaeeeg 5.42 5.67 6.11 6.74 7.58 10.80 
| 5.50 5.78 6.25 6.91 7.82 11.18 
| eee 5.57 5.89 6.40 7.08 8.06 11.54 
| 5.65 6.01 6.55 7.27 8.31 11.89 
| 5.74 6.12 6.70 7.45 8.56 12.22 
20-Pay Life 20-Year Endow. 
$ $ $ 
Prem 36.22 48.15 49.85 54.22 
Ages.. 35 25 35 45 
4.46 4.47 4.83 
4.64 4.72 5.08 
4.80 4.97 5.34 
4.97 5.22 5.61 
5.12 5.47 5.91 
5.29 i 5.73 6.20 
5.45 .69 5.99 6.50 
5.63 5.98 6.26 6.81 
5.81 5.28 6.54 7.13 
5.99 5.58 6.83 7.46 
6.18 89 7.13 7.79 
6.38 a 7.45 8.12 
6.59 pe 27% 8.48 
6.80 84 8.11 8.83 
7.03 ay 8.47 3.29 
7.25 1 8.83 9.66 
7.50 87 9.20 9.94 
7.74 23 9.59 10.32 
8.00 .62 9.98 10.71 





8.25 9183 10.01 10.38 11.08 





~~” 


$ $ $ $ $ 

Prem.. 10.65 11.35 12.34 13.88 16.25 28.03 

f 30 35 40 45 55 
3. 3.42 3.51 3.49 3.44 3.82 
: 12.85 14.20 16.20 19.17 32.51 
: 3.52 3.61 3.59 3.58 4.09 
3. 14.35 16.06 18.52 22.09 36.99 
3.5 3.64 3.73 3.72 3.75 4.42 
-81 15.85 17.92 20.84 25.01 41.47 
3. 3.78 3.86 3.87 3.95 4.78 
5.53 17.35 19.78 23.16 27.93 45.95 
3.77 3.92 4.00 4.03 4.19 5.20 
6.75 18.85 21.64 25.48 30.85 50.43 
can 3.91 4.06 4.15 4.23 4.46 5.67 
Pre 17.97 20.35 23.50 27.80 33.77 54.91 
maxeneue 4.05 4.23 4.32 4.45 4.77 6.21 
Prem 19.19 21.85 25.36 30.12 36.69 59.39 
Sy 4.22 4.40 4.51 4.70 5.10 6.79 
Prem 20.41 23.35 27.22 32.44 39.61 63.87 
Jesse 4.40 4.58 4.72 4.98 5.46 7.43 
Prem.. 21.63 24.85 29.08 34.76 42.53 68.35 
by sipians 4.58 4.77 4.96 5.30 5.86 8.13 
Prem 22.85 26.35 30.94 37.08 45.45 72.83 
sens 4.76 4.97 5.20 5.62 6.30 8.87 
ib eee 4.87 5.07 5.34 5.81 6.52 9.30 
|) eee 4.96 5.17 5.47 5.99 6.75 9.76 
| ee 5.05 5.27 5.61 6.18 6.99 10.21 
| See 5.13 5.37 5.76 6.37 7.22 10.67 
| ee 5.22 5.48 5.91 6.56 7.48 11.13 
ae 5.31 5.60 6.07 6.76 7.74 11.58 
| tee 5.39 5.72 6.23 6.95 8.02 12.01 
ROS 5s 3% 5.49 5.84 6.40 7.16 8.30 12.43 
- eee 5.58 5.97 6.57 7.37 8.59 12.83 


Rates for New Juvenile Form 


Equitable Life of Iowa now announces 
its rates for its new juvenile endowment 
at age 65 policy. At age 0 the rate is 
$16.23; 1, $16.08; 2, $16.13; 3, $16.07; 4, 
$16.01; 5, $15.95; 6, $15.93; 7, $16.03; 
8, $16.21; 9, $16.47. 


The Washington National has discon- 
tinued its educational refund annuity. 











Equitable Society 
‘Illustrations Given 


The 1940 dividends on Equitable So- 
ciety policies are higher at most points 
than those called for by the sche4ule of 
last year. The accompanyi rtble 
shows a section of the new ._.edule 
for the more popular plans, supplement- 
ing the illustrations that appeared in 
the Dec. 22 edition. 











Ordinary Life 

Prem.. 21.49 24.38 28.11 33.01 39.55 60.72 
Ages 25 30 35 40 45 55 
iene 5.95 6.40 6.82 6.93 6.81 17.06 
Wists ate 6.17 6.65 7.04 7.09 7.02 17.57 
_ ane 6.38 6.90 7.26 7.23 17.23 8.06 
*5 ae -28 13.25 14.04 14.16 14.07 15.37 
6..... 8% 7.60 7.55 7.66 9.22 
1 OR ee : ae 7.66 7.66 7.80 9.80 
8. me amr Gée G46 7.82 10:88 
Dies gcs4/ e ie 7.79 7.87 8.04 10.96 
BO seo ne 08 7.92 7.87 7.99 8.14 11.55 
erates 269 (36 7.94 609 $.41 13:93 
her 7.79 7.98 8.00 8.17 8.64 12.66 
Bacsiates 7.90 8.01 8.05 8.23 8.86 13.20 
re 8.01 8.04 8.11 8.29 9.07 13.73 
Bliss acas $12 8.07 8.417 $383 928 1426 
| 8.14 8.11 8.23 8.53 9.64 14.79 
Ore 8.14 8.15 8.29 8.72 10.01 15.32 
18. 8.16 8.19 8.33 8.91 10.88 15.84 
a 8.18 8.24 8.37 9.08 10.75 16.36 
Be aivis: » 8.20 8.28 8.39 9.25 11.12 16.87 
20-Pay Life 20-Year Endow. 

Prem 81.88 38.384 48.52 49.33 51.91 57.34 
Ages 25 35 45 25 35 45 
eae A mee ron eiciete, einege. Viaceete. Tatars 
Bias se 6.46 3 7.26 6.26 7.48 7.73 
ae 6.73 of 7.53 6.63 7.82 8.05 
Se 7.00 7.5 7.81 6.99 8.17 8.89 
BO ew 558 13.40 15.14 15.11 13.00 15.53 16.18 
onwte 7.55 8.31 8.37 7.72 8.77 9.09 
Pe wines 7.77 8.43 8.57 8.01 8.96 9.35 
Be hws 8.00 8.55 8.77 8.30 9.16 9.68 
a 8.23 8.68 8.97 8.60 9.37 9.91 
7 8.46 8.82 9.16 8.89 9.61 10.19 
it: rae 8.62 8.97 9.51 9.13 9.85 10.62 
eer 8.76 9.10 9.82 9.35 10.07 11.00 
oe 8.90 9.23 10.13 9.56 10.31 11.40 
i en 9.06 9.37 10.44 9.79 10.57 11.80 
rae 9.21 9.52 10.75 10.01 10.84 12.22 
rare 9.29 9.69 11.19 10.21 11.14 12.72 
) Sere 9.38 9.85 11.62 10.43 11.46 13.23 
Peres. + s0 9 47 10.03 12.06 10.66 11.81 13.73 
1 rere 9.57 10.21 12.49 10.91 12.19 14.23 
| an 9.69 10.40 12.93 TU.19' 12.6) 14:72 

Convertible Policy Economic 

First Five Years Adjustment 
Prem.. 30.92 40.83 54.94 15.40 19.25 27.52 
— 25 35 45 25 35 45 
Bie shi 6.42 7.44 7.59 3.68 3.57 
ee 6.68 7.72 17.89 3.87 3.78 
ee 6.95 8.01 8.22 4.07 3.99 
of 13.30 15.41 15.85 8.29 7.89 
I f increased 

premium is 

After 5 Years paid after 5th 

tOption A ye 

Prem. 23.10 32.85 27.52 

Peres 7.48 8.49 8.88 6.54 17.33 17.33 
ie cere. 7.70 8.61 9:18 6.77 ‘7:45 7.54 
Ee 7.93 8.75 9.3 wOL T:58 7.76 
Ds 00% 8.15 8.90 9.64 7.25 7.69 7.95 
ae 8.38 9.06 9.89 7.45 7.77 8.06 
1: eee 8:53 9.22 10.30 7.56 7.85 8.35 
| ee 8.67 9.36 10.67 7.70 7.96 8.63 
‘| re 8.82 9.51 11.04 7.83 8:04 8.91 
Basie as S.9% S968 21.462 7:97 S39 947 
Teer 9.12 9.85 11.81 8:08 $20 9.38 
BO esis 9.19 10.04 12.29 8.10 8.26 9.77 
is 66% 9.27 10.28 42.91 8.11 8.32 10.16 
Boss om 9.35 10.44 42.98 8.13 8.87 10.55 
BOS «003.0 9.45 42.91 73.04 8.15 8.41 10.95 
20. 9.56 72.82 73.11 8.18 8.44 11.34 


*Includes special 5th year dividend. 

tAutomatic increase in premium if no 
other option is elected. 

*Dividend on paid up policy. 


New Participating Policies 
Issued by Ohio State Life 


The Ohio State Life has issued addi- 
tional participating policies for adults: 
20-payment endowment 60, 20-payment 
endowment 65, life expectancy; five and 
10-year term, single premium life and 





Pave the Way—aAn accident policy sale 
is the easiest way to get acquainted with your 
prospect and pave the way for other lines 
For suggestions that sell read The Accident 
& Health Review, A-1946 Insurance Exchange 
Chicago. Sample 10c. 








endowments. Endowments at ages 19- 
21 are also being issued for juveniles: 


——_—— Adult", 
20 Life o——— FT uvenile——_, 
Pay Ex- End. End. 
End. pect- 5 Yr.10 Yr. Age Age Age 
Age 65 ancy Term Term Under 19 21 
$ $ $ $ $ $ 
te a ee ee 6 mo. 51.380 46.11 
20 «631.29 13.30 10.43 10.61 1 54.68 48.77 
25 34.27 14.46 10.83 11.07 3 62.02 64.51 
30 37.87 16.34 11. 37 11.75 5 70.91 61.22 
35 2.20 12.81 7 83.06 70.14 
40 3.55 14.59 8 91.14 75.938 
45 5.88 17.87 9 100.95 82.81 
50 .85 23.80 10 een ee 
55 8.17 $3.81 11 coos £00.98 
60 24 





Premiums for et ein portion of the 
family maintenance policy have been in- 


Sane Rates on the 10, 15 and 20- 
year plan, respectively are: age 25, $6.61, 
$9.28, $12.09; age 35, $7.60, $11. 46, 


$15.95; age 45, $11.68, $18.77, $27.25. 

Income under the continuous install- 
ment settlement option has been re- 
duced. 


Term Policy Automatically Converts 

United Life & Accident of New 
Hampshire has brought out a new five- 
year renewable term policy that auto- 


matically renews on the ordinary life 
plan at age 65. The rate at age 35 is 
$9.71. 


Allen’s Ten Rules 


Thomas P. Allen of the Long Island 
agency of the Massachusetts Mutual 
Life has laid out 10 rules which he be- 
lieves every young agent should observe. 
He joined the Massachusetts Mutual in 
October, 1934, and stood well among the 
ieaders. He delivered 121 policies the 
first year, 148 the second and 171 the 
third. Here are his rules: 

1. Know your business. 

2. Be honest with your prospect, 
company, policyholder, and competitor. 

3. Give your undivided time to your 
business. Meet people. 

4. Be cheerful. 

5. Study for the C. L. U. rating and 
attain it. 

6. Buy life insurance yourself as you 
can. Practice what you preach. 

7. Be helpful to others. Take time 
every week for benevolent acts. 

8. Read a trade magazine. 

9. Be proud of your work. 

10. Develop a vivid imagination. 


Thorough Effort }thented 


Even if there were such things as 
“App-a-Day Pills” which an agent could 
take in the morning with assurance 
that he would sell an application by 
nightfall, it would be difficult to get 
them universally used. Thus a live 
wire manager summed up the problem 
which is faced in getting agents to use 
effective sales methods. There are a 
number of successful sales approaches 
which will bring a substantial volume of 
business if they are industriously and 
intelligently applied. 


SALES SHORTS 


Nearly every woman, including those 
married or independent, needs at least 
a clean-up fund for last expenses. 

KOK OK 

Business and professional women must 
provide for income in later years. Sta- 
tistics show that although women live 
longer than men, they have fewer work- 
ing years, 








ke Skee 
Wealthy women find life insurance in- 
dispensable in minimizing estate shrink- 
age. 


* *K * 
“Nothing in life is to be feared. It 
is only to be understood.”—Madame 
Curie. 


People usually don’t stop a salesman 
who talks over their heads, but after he 
is through they usually say they are not 
interested. 

a ok 

The man who buys advice is usually 

smarter than the one who gives it. 
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Pays Not to Overlook Women 
As Propects Today 





By Mrs. N. M. Whaley, 


Up to date the life insurance business 
has given comparatively little attention 
to women. ‘There are practical reasons 
for this neglect. In the first place most 
life insurance is sold by solicitors out- 
side the home and it is more practical 
to reach men at their work and at their 
places of business. | 

A second reason is suggested by the 
basic purpose of life insurance, which 
is to provide a substitute for the earning 
power which supports the family. Usu- 
ally that is the earning power of a man. 
Even where a husband and wife both 
work, the husband is not dependent on 
the wife in the same sense nor to the 
same extent that she is dependent upon 
him. 


Participated But Little 
in Buying Investments 


A third reason why women have been 
neglected by life companies is that until 
recent years women have participated 
very little in the purchase of invest- 
ments. While women are said to con- 
trol more than 85 percent of commodity 
purchases in the average family, they 
probably control less than 15 percent of 
investment purchases. The recent rapid 
increase in the number of women whe 
are employed in business and the pro- 
fessions not only has resulted in their 
taking an interest in financial matters, 
but has given them an aggregate pur- 
chasing power which has made them po- 
tential investors. 

It is the purpose of this article to de- 
scribe fairly, from a woman’s viewpoint, 
the conditions under which life insur- 
ance is indicated as a logical investment 
for women. 


Case Where a Woman 
Cares for Dependents 


If a woman has children or other 
relatives dependent upon her earning 
power for support, then there is just as 
much reason for her buying life insur- 
ance as there is for a man’s buying it 
under similar circumstances. Her earn- 
ings are just as important and their con- 
tinuance is just as vital to her depend- 
ents as would be the case if she were a 
man, Her investment program should 
aim not only to provide a competence 
for her own old age but should aim 
also to provide a substitute for her earn- 
ings if they should be destroyed by dis- 
ability or death prior to the discharge 
of her obligation to dependents. 

A single woman, who has no depend- 
ents and none who might later become 
dependent upon her, has little reason 
for the purchase of life insurance as 
such unless she may wish to purchase 
it for the purpose of leaving a bequest 
to some worthy project or to some fa- 
vored relative. Such a woman would 
wisely choose some other form of in- 
vestment than life insurance, provided 
it offer equal safety. Old age annuities, 
which are offered by life companies but 
which do not afford the usual death 
benefits, make a profitable and very safe 
investment for single women without 
dependents. Many professional women 
purchase annuities which guarantee 
them a stipulated monthly income to 
begin at a reasonable retirement age. 

A housewife with children, who gives 
her entire time to the management of 
a home, is not regarded as earning 
money and yet she has an economic im- 
portance which has a vital relatian to 
her husband’s success. In the first place, 
her death would involve definite and un- 
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avoidable expenses including hospital 
bills, doctor’s and nurses’ fees, and the 
expense of burial. These expenses ir 
any normal situation amount to several 
hundred dollars. Few men are able to 
meet such abnormal expenses out of cur- 
rent income without serious inconveni- 
ences. 

Moreover, the death of a mother of 
small children necessitates expensive re- 
adjustment in the family involving usu- 
ally the employment of expensive house- 
hold servants and commanding much of 
the time and attention of the father thus 
impairing his business efficiency and 
probably his earnings. 

Thus, while the death of a wife and 
mother does not necessarily detract from 
the family income, it does carry with it 
a definite economic loss which usually is 
discouraging to the husband. Every 
housewife, therefore, should carry at 
least enough life.insurance to meet the 
definite expenses incident to her death, 
and to provide for the readjustment in 
~ family budget occasioned by her 
oss. 

Many husbands recoil through senti- 
ment from the idea of carrying insur- 
ance on their wives, but it should not 
be approached as a sentimental matter. 
If they would think of it in terms of 
their children’s welfare, it would become 
a very practical matter. There probably 
is more logical reason for a man’s carry- 
ing life insurance on his wife than for 
his carrying fire insurance on his house. 
The wife is logically his partner in the 
important business enterprise of rearing 
their children and preparing them for 
successful living. The loss of her help 
while the children are small has much 
more than sentimental consequences, 
and while life insurance cannot soften 
the sorrow it can at least serve to rem- 
edy the damage done to plans which 
iad have made together for their chil- 
ren, 


Case of a Woman 
Who Owns Property 


In the case of a woman who has a 
property estate in her name which would 
be transmitted to husband, children, or 
other relatives in the event of her death, 
there is, of course, a vital reason for 
carrying life insurance to meet admin- 
istration costs and inheritance taxes—~ 
the same reasons which apply in the 
case of a man so situated. There ex- 
penses must be paid out of ready cash 
and unless cash is made _ available 
through life insurance it necessarily in- 
volves the liquidation of the most read- 
ily cashable assets in the estate. No 
individual, man nor woman, should plan 
to leave an estate without making a defi- 
nite provision for the expenses incident 
to the transmission of the estate to heirs. 





The least expensive way to make this 
provision is through life insurance. 

Probably no recommendation should 
be made as to what kind of policies 
women should buy since this question 
always should be determined in view of 
the character of the need and in view 
of the amount of funds which can be 
invested. Every life insurance salesman 
falls into an easy habit of saying that 
certain kinds of people should buy cer- 
tain kinds of policies, more or less re- 
gardless of situation. 

For instance, there is a prejudice that 
a young man or boy should buy a 20- 
payment life policy, and there is an 
equal prejudice that women should buy 
endowment policies. Some women 
should buy endowments but for equally 
sound reasons other women should buy 
the lowest priced insurance they can se- 
cure. The determining factor should be 
not the kind of person but the kind of 
situation the person is in. 

Women will buy a great deal of life 
insurance in the years just ahead. They 
will buy it more intelligently than men 
have done because they have the ad- 
vantage of a century of life insurance 
experience in history to guide them. Any 
woman, I believe, would find it intensely 
interesting to discuss with a competent 
life insurance salesman the question of 
whether life insurance should be made a 
part of her individual investment pro- 
gram, particularly if she would forget 
that the salesman is trying to sell her 
something and think rather that she is 
trying to find what value there is in the 
thing the salesman sells. 


Bond Sales Indicate Field 
for Insurance Prospects 


Figures of the United States Treasury 
Department analyzing the sales of sav- 
ings (baby) bonds offer prospecting 
suggestions for life agents. From 
March 1, 1935, to Oct. 31, 1939, $3,010,- 
693,000 in these bonds have been sold. 
Despite the intensive mail campaign by 
the Treasury department, most of the 
bonds have been purchased from post 
offices, mail order sales being only 
$404,059,950 of the total. Females have 
purchased 15.34 percent of the bonds, 
nearly as large as the 19.12 percent by 
males. Co-owners purchased 33.33 per- 
cent, which indicates the trend toward 
husband and wife partnership which 
should be taken into consideration in 
selling life insurance. The bulk of the 
sales, 47 percent, were in cities of 100,- 
600 or over. Life agents who complain 
about prospects not having any money 
will be interested to know that 2,069,272 
$1,000 bonds were purchased. The $100 
bond proved to be the most popular 
unit, representing 29 percent of all the 





sales. Illinois leads in baby bond sales 
with $324,630,000, followed by New 
York with $294,975,000, Pennsylvania 


with $191,061,000. 

One of the best answers to the United 
States baby bond competition is a book- 
let put out by THe NAaTIonaL UNDER- 
WRITER, “Baby Bonds vs. Cash Value 
Life Insurance.” 








FACT FILE INFORMATION 


Progress of U. S. Companies During War Years 


Business Admitted Dividends to 
Year New Business in Force Assets Policyholders 
SUEGS cs aeceadas $ 3,399,932,000 $ 20,584,470,000 $ 4,658,696,000 $101,234,000 
eee ero 3,814,698,000 21,589,172,000 4,935,253,000 107,912,000 
REGS akc se tue Sas 3,601,039,000 22,776,755,000 5,190,310,000 111,275,000 
BONG Seioesuenes 4,212,037,000 24,679,312,000 5,536,607,000 125,286,000 
[1 4,891,037,000 27,189,010,000 5,940,623,000 136,676,000 
BONG. . vives caw 5,130,759,000 29,870,310,000 6,529,621,000 145,217,000 
DRGs ccc Bwana 8,314,850,000 35,880,127,000 6,790,582,000 158,580,000 
1GRS. 525 rR $19,267,332,000 $103,146,440,000 $17,482,309,000 $513,205,000 
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Managers Plan Now 
for 1940 Results 


Many managers are now going over 
production plans for 1940 with their 
agents. They find it effective to sum- 
marize 1939 results by cases, volume and 
earnings of each agent so as to predict 
his probable income in 1940. 

It is at this time that the time con- 
trol records prove effective as an agent 
can estimate how he can earn more 
money in 1940 by analyzing his calls, in- 
terviews, cases sold and volume of busi- 
ness secured. If an agent wants $500 
more income in 1940 than in 1939, for 
example, it means he has to write so 
many more cases figured on the aver- 
age policy he has sold, or increase the 
average size of his cases by calling on 
a better class of prospects. In some 
cases where the agent appears to be 
making a great number of calls, he can 
turn in a larger number of cases by 
improving his sales technique. 

Managers find it worth while to get 
the agents to budget their sales efforts 
and to break them down into weeks and 
months. In this way the agent can keep 
a normal production and have a fairly 
good idea how he will come out at the 
end of the year on his earnings. 





Anticipate Objections to 
Being Disturbed 


“I am busy now;” “I don’t need any;” 
“Sorry, but you're just wasting your 
ll “I couldn’t buy any if I wanted 
oO. 
“These are not objections to the pur- 
chase of life insurance. They are ob- 
jections to your presence; they are ali- 
bis to get rid of you; they are excuses 
for the purpose of avoiding an inter- 
view. 

“Consider for a moment the position 
of the prospect. He is deeply occupied 
with his own affairs, he has his job to 
perform, his engagements to keep, his 
money to earn; and his time is limited. 
He resents an intrusion of any kind 
which is not directly concerned with his 
business unless the intruder is a friend, 
a friend of a friend, or someone whom 
he knows by reputation. 

“Now into that situation pops a sales- 
man who not only wants to take up 
some time but wants to discuss life in- 
surance, a matter which the prospect 
has already settled in his own mind. 
Why open up a subject already closed? 
And so the prospect does the very nat- 
ural thing; attempts to excuse himself 
from the interview. 

“One must expect and prepare for 
these objections or excuses. If you 
have anticipated them, your morale 
should be no more disturbed when they 
appear than it is by the traffic or stop 
lights you meet when you drive to work 
in the morning or drive home at night. 

“The objections and excuses met in 
the approach are not directed at you 
personally; they are not directed against 
the institution of life insurance. They 
are directed against a disturbance, 
whether that disturbance be a bill col- 
lector, an underwriter, automobile sales- 
man, or anyone or anything outside of 
‘he regular run of business.”—Peoria 
Dope Sheet. 





Substitute for Programming Term 


Programming is a rather formidable 
term and some are using the description 
“picture taking interviews” in character- 
izing the information getting process. In 
other words, in the first interview the 
agent takes a picture of the prospect’s 
situation and presents it to him after it 





is developed. 
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Predicts N. Y. Bank 


(CONTINUED FROM PAGE 1) 


Policy Limit Boost 





tirement policy later on. But who in the 
savings bank life insurance setup is to 
follow up this sort of thing, he asked. 

“If conditions are static, why provide 
loan values?” he asked. “Why provide 
for changes of beneficiaries?” 

Mr. Bendiner suggesed that the in- 
surance professors might find it in- 
teresting to make a survey of the num- 
ber of changes of beneficiaries, loan ap- 
plications, changes of address, changes 
in the method of premium payment or 
in the optional modes of settlement, 
and payments of death losses where the 
personal service of the agent plays an 
important part. 

“Tf all this is to be dropped out, if you 
are going to eliminate the agent in the 
creation, conservation, and administra- 
tion of life insurance, there is no room 
for discussion or argument about cost,” 
he conceded. “But there is room for 
discussion of the real purposes of life 
insurance. Until we have compulsory 
state insurance and eliminate the field 
force you need the field force.” 

If it is contended that life insurance 
is merely a commodity and not a serv- 
ice Mr. Bendiner suggested that it 
would be logical to apply the savings 
bank life insurance idea to other com- 
modities, so as to eliminate the middle- 
man. 

“Why not automobiles for example? 
he asked. ‘Why is life insurance 
singled out?” 

Mr. Bendiner said that even though 
one may justify the mathematical pro- 
cedures and the financial soundness of 
the small units making up the savings 
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bank life insurance system, “you can- 
not separate service from life insurance 
without destroying an essential element 
of the protection that it gives.” 

In his paper Mr. Taylor denied the 
accusation frequently made that life in- 
surance departments get a free ride from 
the banks. He said that there will 
always be those who will criticize allo- 
cation of expenses but that “in the past 
such criticism has not sounded very con- 
vincing.” He said that the seven sav- 
ings banks in the New York system 
have as far as he knew taken on only 
one new employe to work on savings 
bank life insurance, while a second bank 
took back a former employe because 
that person’s work, coupled with her 
savings bank life insurance work, made 
employment advisable. In other cases 
the life insurance work has been ab- 
sorbed by the regular bank employes, 
and “when no new employes are hired, 
who can say that the depositors are 
bearing any burden because of the in- 
surance activity of the bank?” 


Denies Any Deception 


As to the criticism that the public 

would be deceived into thinking that the 
assets of the state or of the savings 
bank were behind the insurance policy 
Mr. Taylor said that his division has 
done its best to forestall such confusion. 
He pointed out that the third paragraph 
of the policy and the paragraph of the 
application directly preceding the appli- 
cant’s signature carries the following 
statement, “The only assets of this bank 
which are liable for and applicable to 
the payment and satisfaction of the lia- 
bilities, obligations, and expenses of the 
insurance department of this bank are 
the assets of the insurance department 
of this bank and the assets of the gen- 
eral insurance guaranty fund.” 
“T have noticed,” he observed, “that 
one large insurance company states on 
its policy ‘incorporated by the state of 
New York’ and that another company 
states in its advertisement ‘incorporated 
by an act of Congress.’ ” 


Modest on Mortality 


Mr. Taylor made no sweeping claims 
for superior mortality of savings bank 
life insurance, saying that while the 
Massachusetts system has for more than 
30 years had an excellent mortality 
experience, “part of it may be due to 
the rapidly increasing amount of new 
business.” 

“My opinion is that in the long run 
the savings bank life insurance mor- 
tality experience will be a little better 
than the combined experience of com- 
panies because no one will be urging 
the doctor to pass the applicant and 
further because the medical examina- 
tion for savings bank life insurance may 
be a little better than company exami- 
nations,’ he said. “Our doctors, ap- 
pointed by the medical director, make 
practically all the examinations in their 
own offices. We feel that that practice 
is commensurate with the dignity of the 
profession and we have other reasons 
for preferring the examinations at the 
doctor’s office.” 

Quoting R. B. Robbins, vice-president 
Teachers Insurance & Annuity, as con- 
cluding from a study that persons who 


solicitation stay with the company a 
longer time, Mr. Taylor said, “I don’t 
believe that it is his conclusion that 
because people walk into the banks the 
exercise causes them to live longer.” 

Saying that a study by one of the 
member banks in New York showed 
that about 45 percent of those applying 
for insurance had none at the time of 
application, Mr..Taylor declared that 
so large a percentage requires further 
examination. 

“Why should savings bank life insur- 
ance appeal to so many who now have 
no insurance?” he asked. “There are 
those who say that the appeal results 
from fear of solicitation by agents. In 
the last few years I have collected sev- 
eral items which indicate that some 
people are not anxious to be interviewed 
for life insurance.” 


“Harmony” With Agents 


Mr. Taylor asserted that “a review 
of savings bank life insurance advertis- 
ing and publicity indicates that the plan 
has operated with a minimum of friction 
with agents,” and that outside of a cou- 
ple of “professional Jeremiahs” relations 
have been pleasant and cordial. 

“Agents have told me that they have 
more to fear from their own companies’ 
boosting of group insurance than from 
savings bank life insurance,” he said. 

“Our appeal is directed toward the 
industrial class and all our records indi- 
cate that most of our policyholders are 
drawn from that class. 

“Probably the industrial agents will 
not stand up and cheer about savings 
bank life insurance. Some of the things 
which the ordinary agents use as selling 
arguments we do not have. Our policy 
is a simple one and contains no settle- 
ment options, no double indemnity, and 
no disability.” 


Reasons Against Options 


Double indemnity, he said, costs a lot 
to adjust, while for reasons for not writ- 
ing disability he referred his listeners 
to a pamphlet issued recently by the 
Northwestern Mutual Life. As for not 
writing settlement options, Mr. Taylor 
quoted from a work “Restraints on the 
Alienation of Property,” written in 1895 
in connection with the establishment of 
spendthrift thrusts. Another reason for 
avoiding settlement options, he said, is 
the “tremendous cost” of administering 
such trusts and of identifying the proper 
persons to receive the benefits 50 or 100 
years from now. He cited as a third 
reason the unfavorable guaranteed inter- 
est. ‘sare: 

“Savings banks do not operate on 
guaranteed interest rates,” he pointed 
out. “The assumption of. an interest 
rate carried no danger because of possi- 
bility of saving from loading and mor- 
tality to offset any interest loss. But 
in these times it isn’t an appealing pros- 
pect to promise to pay 2% or 3 percent 
without any source of profits or earnings 
except the investment of the principal 
fund, We feel that it isn’t desirable to 
tie up $3,000 of life insurance in a set- 
tlement option and further that the 
banks would not undertake contracts 
requiring administration for many years 
beyond the lives of persons now living.” 


Between $7,000,000 and $8,000,000 


Mr. Taylor said the New York sav- 
ings bank systems would reach the year 
end with between $7,000,000 and $8,000,- 
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judge we have operated without any 
tinge of bureaucracy.’ 
analyzed its applicants by type 
employment and found that they 
divided as follows by percentages: 
Bookkeepers, 3.3; building employees, 


2.9; chauffeurs, 1.; children under 15, 
14.2; clerks, 13.; doctors, 1.4; domestics, 
1.4; engineers, 3.2; executives, 6.9: 


housewives, 9.5; laborers, 1.6; lawyers, 
2.1; merchants, 3.7; public service (util- 
ity), 3.9; restaurant employes, 1.2; sales- 
men, 9.5; stenographers, 1.; students, 
2.4; sailors, 3.3; teachers, 2.7 
ployed, 2.2. 





Reasoning Behind War Risk 
Clause Told by Shepherd 


(CONTINUED FROM PAGE 2) 


Their applications to this main 
now 


life insurance. 


applied at any time will aid in convinc- 
ing prospective and aid in convincing 


Thus private insurance security may be 


be included in all policies issued in the 
near future.” 

Professor Frank Dickinson 

University of Illinois praised the moral 
courage of the companies 
ahead and applying war clauses where 
they were considered necessary even 
thought it might be politically more 
expedient to hold off altogether. 
Asked what the savings banks are 
doing about war clauses in life policies, 
Paul Taylor, deputy superintendent New 
York department in charge of savings 
bank life insurance, said that while his 
office gets special underwriting infor- 
mation on the war angle there has been 
no indication of any rush of applicants 
for war reasons. With the $3,000 per 
life limit there isn’t much incentive to 
take savings bank life insurance in New 
York, he said. It is also uncertain 
whether the New York law would per- 
mit the savings banks to put on a war 
risk clause, he added. Mr. Taylor men- 
tioned that a few cases have been de- 
clined where the war hazard seemed 
large. One of these applicants wrote a 
letter of complaint to the department 
but since the letter was postmarked 
somewhere in Hungary, the department 
concluded that the declination was fully 
justified. 


Brown Heads Arkansas Managers 


Spencer H. Brown, district manager 
Metropolitan Life, Pine Bluff, Ark., has 
been reelected for the third consecutive 
year as president of the Metropolitan 
Managers Association of Arkansas. He 
also is vice-president of the Southeast- 
ern association, which includes Arkan- 
sas and Missouri. 


Public Relations Committee 


President F. P. Samford of the In- 
dustrial Insurers Conference has ap- 
pointed the following committee on pub- 
lic relations: E. W. Craig, executive 
vice-president National Life & Accident 
of Nashville, chairman; C. P. Kendall, 
vice-president Washington National; B 
Werkenthin, vice-president American 
National; E. T. Burr, actuary Durham 
Life; T. J. Mohan, vice-president Eure- 
ka-Maryland Assurance. Ex-officio mem- 
bers of the committee will be President 
Samford, Vice-president B. L. Tatman, 
H. T. Hobbs, executive committee 
chairman, and Secretary H. Clay Evans 
Johnson. 


The C. B. Knight agency of Union 
Central Life in New York paid for $1,- 
489,390 in December as against $1,992,- 
403 for December, 1938. For the year 
the total was $21,331,369 as against 

















$18,246,225. 
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Just off the press! 


An Outstanding 
New Book for Life Underwriters 


Single Copy $2.50, lower in quantities 





CORPORATION & 
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by 
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“Business Insurance”, “Business Security”, et al 


Uppermost in the minds of many leading underwriters today is the technique 
of applying life insurance to every day business needs and the procedure to be 
followed in order to best protect through life insurance, the interests of all con- 
cerned—the insureds, the beneficiaries and the business itself. Business and pro- 
fessional men, particularly in times like these have a most definite need for 
protecting their important life values, and interests in the business. Here is a 
timely new book covering business insurance from every angle, the stockholder, 
the partner and the sole proprietor, and written by an expert who has long 
specialized in this constantly growing field. 


For the Salesman—not too technical! 


Underwriters everywhere will be greatly benefited by “Corporation and Part- 
nership Insurance”, Leon Gilbert Simon’s latest contribution to life insurance 
literature. Mr. Simon not only knows “how to sell it” but also has a marvelous 
ability in “telling you how to do it”. He has been one of the largest writers in the 
United States for many years and has given more than 100 successful talks on the 
subject all over the country. Mr. Simon is well known nationally, having written 
the book “Business Insurance”—a best seller of nearly ten years ago and several 
other widely used texts. “Corporation and Putendiy Insurance” brings this 
older volume up to the minute with all the latest advances made in this special line. 
While thorough and exact in statement; its language, however, is simple and 





understandable to the prospect as well as the underwriter. 


Gives All the ‘‘Essentials” 


“Corporation and Partnership Insurance” not only gives all 
the essentials needed for a full understanding of the “fundamentals” 
from every angle but also is just loaded with effective selling material 
—covering how to approach, what to say and what to stress, how to 
work up the necessary agreements between the parties concerned and 
many other points of sales strategy. It answers all the raft of ques- 
tions that have been put to the author in his numerous “open forum” 
discussions. Long tested and perfected methods of presentation are 
given in detail. Actual interviews covering all types of situations are 
presented in the very words that sold the cases. 


Specimen ‘“‘Agreements” Shown 


Trusteeship and the Legal Agreements necessary in so many cases 
are discussed in full, followed by actual agreement forms now in 
extensive use by the author. Other legal aspects and a digest of 
important tax laws effecting business insurance are brought up to the 
minute. In fact, every phase of business insurance is thoroughly cov- 
ered from every angle. There is even a complete index to all points 
and types of situations which will enable the user to quickly locate 
the best procedure to follow in all the many special problems arising 
in individual cases. 

Indispensable to the wide-awake under- 


writer seeking greater opportunities 


Having sold hundreds of small as well as a great many large busi- 
ness insurance cases, Mr. Simon’s broad experience enables him to 
give in this new book—the complete information you need to equip 
yourself to sell this specialized form of protection in all its many 
phases. Of course it requires careful study—but fully understood, it 
is the key to many profitable sales, to greatly increased prestige and 
to many more prospects for personal insurance with which you will 
have an influential contact. Life insurance must constantly meet the 
ever-developing needs and desires of prospects. Underwriters too, 
must be equipped to handle these more specialized applications—or 
fall way behind the parade. Here is a book by a salesman—for a 
salesman, on a most important special life insurance field. Order 
yours now. Helpful to experts as well as beginners! 


A most profitable field— 
learn how to serve it, right 


The steadily growing realization on the part of business men every- 
where of the problems which life insurance, properly applied, can 
best solve for them, offers increasingly greater opportunities to those 
underwriters who will take the trouble to thoroughly study this field 
and learn how to serve it. Probably this is the most important of all 
special functions of life insurance, yet there is deplorable lack of 
knowledge on the part of underwriters as to how to best apply life 
insurance to the special needs of many different business situations. 


Practically all business insurance cases require specialized knowl- 
edge. In fact, there are many essentials with which the underwriter 
absolutely must be familiar, in order to even present the subject 
intelligently. A still greater background of understanding is neces- 
sary to present it effectively and convincingly. Small businesses, for 
instance, present entirely different problems from large ones, yet 
often have relatively much greater needs. Thus, there are plenty of 
business insurance opportunities for almost any underwriter, includ- 
ing those in the smaller cities and towns. 


Order Yours NOW! Mail this coupon! 
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Send on ten day approval, 


Mail to The National Underwriter Company 
420 East Fourth Street, Cincinnati, Ohio 
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LIFE VIEWS IN THE 


i 


At the first annual meeting of the Institute of Life Insurance, left to right: Alex 
B. Cunningham, vice-president Western Life; A. T. Maclean, vice-president Massa- 
chusetts Mutual; Julian Myrick, manager Mutual Life of New York, New York City: 


NEWS 


Bertrand J. Perry, president Massachusetts Mutual; M. Albert Linton, president Provi- 
dent Mutual and new chairman of the Institute: Vincent P. Whitsitt, general manager 
Life Presidents Association. 


Arthur Daniels (left) secretary, Institute of Life Insurance. and Adolph Rydgren, 
president, Continental American Life, in an informal conference at the Institute’s 


annual meeting. 


State Mutual Life has just issued policy number 500,000 on the life of General 
Agent Benjamin W. Ayres of Worcester, the home office city. President Chandler 
Bullock (fourth from left) is shown presenting the policy to Mr. Ayres while Ross 
B. Gordon, vice-president and supervisor of applications (left), Robert H. Denny, 
director of agencies (third from left) and Stephen Ireland, vice-president and super- 
intendent of agencies, look on. 


a 


The Beneficial Life’s Millionaire Club has 16 members. Each man has at least $1,000,000 of life insurance in force on 


the company’s books. They represent about 10 percent of the Beneficial’s agency force. From left to right, are: L. S. 


Wood, Allen Cameron, A. S. Tolman, David Petersen, S. R. Sorensen, Raf Christensen, Harold Anderson, H. M. Rollins, 
Absent when picture was taken, Joseph C. Clark, 


W. H. Francis, Frank Mozley, Lorenzo Jensen, Roy Utley, P. M. Stoker. 
Homer Englestead and W. L. Glover. 


President A. N. Kemp (right) of the 
Pacific Mutual Life was presented a bou- 
quet of 24 roses by the eastern railroad 
department, with headquarters in Chi- 
cago, headed by C. H. Davis. Each rose 
in the bouquet represented $1,000 in pre- 
miums paid in November, President 
Kemp’s anniversary month with the com- 
pany. This picture shows President Kemp 
receiving the flowers from Vice-president 
Cary Groton (left). 





